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Why Not Deal With The Biggest? 

Buwng pirts the usual way? No-name brands of no known origin. No assurances of reliability or compatibility. No support. Thai’s no way 
to build a computer. Much less a business. Switch to Acer components. Every Acer product meets the toughest quality standards in the 
industry. And that includes just about every kind ofeomponent your system needs. Fnim monitors and keyboards to motherlxiards, sound 
cards, chassis, and CD-ROMs, AcerOpen has it alll And you’ll rest easy knowing every .Acer component wtirks together. It's proven every- 
day. As a matter of foct. Acer built the world’s fifth largest PC company around these parts. At Comtronic, we’re your one-stop Acer 
source. Our warehouses are packed to the ceiling with Acer quality products. And all at prices that figure to leave you plenty of margin. 
Call Comtronic, Canada’s largest AcerOpen Distributor, now for quality and quality that adds up. 
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905-479-8336 
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519-679-2922 
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EDITOR'S DESK 



There’s No Place Like Home? 

It's a lough markci. 

We’ro talking .\uper- 
budget-uonscioiis buy- 
ers and fierce conipeii- 
lion for liny margins. 

On ihe face of ii, 


there's slill plenty of 
opportunity. While information technology 
ha.s taken deep root in businc.sses across the 
country, depending on whom you ask. only 
41 to 44 per cent of Canadian homes are 
equipped with a personal computer. What's 
with the rest? Well, for some, it's the cost. 
(I'm holding out hope for home-oriented 
'Net PCs here.) Other consumers slill have 
a deep-seated fear of technology, and yet 
others just haven't seen any compelling 
applications to warrant (he investment. 

But many compelling applications do 
exist, l-'mm productivity packages, to super 
PC games, to greeting card software, to 
Internet research, to Web phones and 
vidciKonfereneing — so much appeals 
about the capabilities of tixJay's technolo- 
gies, and the useful and interesting ways 
they can enrich our lives if properly 
applied. However, it's slili not easy. I had 
lunch recently with one home-office work- 
er who expressed her fru.strntion with tech- 
nology: "I tell people I work on the lloor, 
under my desk." 

A recent report hy market research 
firm Computer Intelligence, said seif- 
einployed PC users who operate their busi- 
ne.sses out of their homes "have much more 
demanding needs when it comes to com- 
puting systems, .software and communica- 
tions." The study reported that nearly two- 
thirds of self-employed users' systems have 
CD-ROM drives, and more than .SO per 
cent have external speakers or sound 
boards. It compiired that to small office 
systems, where only 32 per cent of small- 
office systems have CD-ROM drives and 
16 per cent have external speakers. In fact, 
in a .statement. Mark Nelson, vice-presi- 
dent of Computer Intelligence's Consumer 
Research Group, said: "We often hear man- 
ufacturers and service providers .say they 
are targeting the SOHO (small office/home 
office) markel with a particular prtxluci. In 
reality, though, this approach is unlikely to 
be succe.ssful. Our research shows that 
there are significant differences between 
these two groups in the technology they use 
and how they use it." For example, the 
report said self-employed PC u.sers demand 
much more fn>m their systems, and have 
more robust configurations. They run more 


soflwiire applications and .spent more lime 
on their computers. 

Know your customer. Is your potential 
customer contemplating technology to be 
used mainly hy the children for games and 
schoolwork? Or are they wanting a system 
to support bringing work home from the 
office'.’ Or perhups both'.’ Or is the machine 
going to be the central hub for a home- 
based business'.’ 

Consider support for a moment. If a 
PC is primarily an entertainment device or 
a convenience, a two or six week repair 
schedule will be annoying, hut likely 
endurable, for your customer. For a self- 
employed home-based business worker, 
even a day without a computer can he intol- 
erable. and can mean lost business. 

Plan your support offerings accord- 
ingly. If you're truly trying to cater to home 
business, you ought to be olTering on-site 
repairs and replacement units, for starters. 
Or, if you want to launch technology into 
homes where no PCs have gone before; be 
prepared to ofl'er true hand-holding, includ- 
ing full insiallutions and training. 

This issue, our Lab Test examines 
computers .specifically intended for home 
buyers. Please see "Home For The 
Holulays." (ptige 42). And note a thorough 
di.seussion of computer-input devices by 
Associate Editor Jeff Evans, in “Making 
Conlacl." (page 34). 

As well, contributing journalist Alan 
Thwails lakes a close look at 
Educaiional/Edulainmeni software in "New 
Miilliinetliii Blurs The Boiimlaries Between 
Learning aiul Playing." (page 4(1). Among 
those products he highlights is Microsoft's 
Aciimaies Barney. 

I had a gewd chuckle in a recent dis- 
cussion with Micnisofi Canada's now pres- 
ident Simon Wilts. He was talking about 
how products .sold in Quebec must be 
available in both official languages. 
"That's why we don't sell Barney, in 
Quebec." 

"Sorry, why was that'?" I a.sked. 
intrigued. 

"Well. Barney doesn't speak French!" 
he explained. 

Gf course he doesn't. What was 1 
thinking. 

And what arc you thinking? Drop me 
a line at gracec(p'neicom.ca. 

Happy holidays, cn 

Grace Ctistelmaii 
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Newcourt CREDITLINK, an automated, on-the-spot finance program, 
provides you with an easy-to-use total finance solution. 

Within 8 minutes, you can negotiate a financial term, receive a credit decision and 
have the lease documents printed, all at your store location. 

With Newcourt CRED7TLINK you control the sale! 

AND... you have access to a team of sales & marketing professionals 
across Canada who are dedicated to being your financial partner, through training, 
merchandising and advertising support. 

Contact any of the following Newcourt CRED/TLINK partners. 



1 -800-567-3274 
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LETTERS TO THE EDITOR 


Column on Intel was good 
reference material 

I was reading through Alan Zisman's October col- 
umn on Intel's CPU strategy. The section on 
chipsets is now highlighted, cutout and in my "Tech 
Notes" file. 

As a small VAR consultant who does system 
installations/integration and some database 
design, I em very aware of the importance of 
selecting a proper chipset/motherboard configura- 
tion for my clients’ systems. This is one of the 
places that direct-to-customer manufacturers save 
money, by moving systems with the VX chipset The 
business is complicated enough without having to 
explain to someone why they are getting less when 
they pay less sometimes. 

One chipset you did not mention in this arti- 
cle was the TX chipset It supports SDRAM, and 
"Ultra-DMA" Hard Drives. With a Pentium MMX 
or AMD K-6 it really hums along. The pricirtg is 
effective because customers can take advantage 
of cost-effective CPUs, memory and hard drives 
that are nominally more expensive then the prior 
generations. 

Anyway — enjoyed your article — please 
keep plowing into the nitty gritty tech stuffi 

Douglas Bellamy, consultant 
BreakAway Computing Solutions, Courteney, B.C. 

dbellamy&island.net 


CCW BULLETIN BOARD 

Looking tor a product service or partner? Write to CCW Bulletin Board at ccw@tco ca 
or fax: (4031 262-7892. ' ' 

Letters To The Editor 

We welcome your letters on industry issues and concerns, as well as your comments on our magazine. 
We reserve the right to edit your contributions for length and clarity. 

Please write CO The Editor, via E-mell at ccw@tcp.ca. or fax: 1604) $0S-2B8B. 


Contact: The Editor 


Please write. 

Canadian Computer Wholesalermlcomes your opinions 
on current issues in the market, plus yourfeedtHck on 
our publication. 

The Editor; Canadian Computer Wholesaler 

408 — 99 Atlantic Ave., Toronto, Ontario M6K 3J8 

Fax: (41 61 588-6574 

E-mail: ccw®tcp.ca 


Editor Grace Casselman 

Call; (4031262-7890 

We welcome your ideas regarding news 
and feature tijplcs for Canadian Computer Wholesaler. 
Feel free to contact the editors directly with your 
suggestions. 

Fax: (4031262-7892 E-mail: grecec@netcpm.ca 

Associate Editor Jeff Evans 

Call: (416)535-8404 

Fax: I416IS88-8574 E-mail: jeffOtcpcn com 

We'd like to hear your feedback and 
suggestions on our Labtest reviews section. 

Contact: Steve Halinda 

Call: (4161 535-8404 ■b9 

Fax: (4161 588-^4 

E-mail; sieveffitcpon, com Q lyF ^ 
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INDUSTRY FLASH! 


Apple Computer keeps 
shaking the tree 

(NB) — Cnminuing his renrgimi/.a- 
lion of Apple Computer, Steve 
Jobs, interim chief executive offi- 
cer, announced a new direct sales 
Inicmot site, u fundumentnl change 
at the factory level with build-to- 
order .sale,s, and a new seriei 
Macintosh computers based 
on the PowerPC G3 
microprocessor, 

Price.s for what Jobs 
called "simply the fastest 
computer experience today," 
range from US$1,999 for 
desktop system. US$2,999 for a 
lower system, and US$5,699 for a 
PowerBook. The PowerPC Q3 
microprocessor will be available in 
250MHz and 266MHz models. 
Jobs said: "The PowerPC G3 266 
outperforms any Pentium II 300 
MHz system.” 

Jobs said the problem with 
Apple distribution had been at the 
national reseller level. ‘Too many 
people have had a bad buying expe- 
rience — compuiers nol turned on, 
salesmen not knowing about the 
product, and salesmen trying to sell 
Windows-based machines. The 
Apple store is ihe most sophisticated 
on-line shopping site wc know of." 

Computer indusiiy analyst 
Tim Bajurin said Ihe new sales pro- 


gram "would nol harm retail com- 
puter superstores," such as Comp- 
USA and other companies which 
offer both Macs and Wintel-bused 
personal computers. However, 
stores which offer only Macintosh 
computers could be adversely 
affected by Apple's new direct sales 
program. 

Apple has also announced all 
U-S- reseller distribution will occur 
through Ingram Micro Inc. and 
Micro Age Inc., two long-term 
supporters and distributors of 
Apple products. 

The new plan means 
Tech Data, InaCom 
and Meri.scI will no 
longer operate in the 
U.S. as Apple distrib- 
utors. 'TechDala will 
continue to disirihuie 
Apple products in our European 
markets." began Apple spokesper- 
son. Katie Cotton. "Additionally, 
Merisel will continue distribution 
in Canada," 

And Apple has teamed with 
CompUSA Ine. to create an Apple 
"store within a store." Backed by a 
new Apple management attitude, 
CompUSA expects to have 40 
stores nationwide ready for the 
upcoming holiday season. 

The new Mac store inside 
CompUSA will be marked by new 
shelves, signs, employees in differ- 
ent shirts, an aggregation 
Macintosh computers, periph^ 
and software, and employees spe- 
cially trained to help Macintosh 
business and home asers. 


a-lo- ^ supporii 
.of M A 


Sony announces corporate reorganization plan 

(NB) — Sony Corp. has announced plans to merge two of its group com- 
panies, Broadcast Products Company and Image & Sound Communication 
Co., into the new Broadcasting & Professional Syslems Co. and to create 
a further new company. Digital Network Solutions Company. The changes 
will lake place on Jan. 1, 1998. 

"The changes we are announcing will allow Sony to lake advantage 
of the opportunities offered in the digital and networked society, strength- 
en our core businc.sses, and offer even better service to all of our cus- 
tomers," said Sony president Nobuyuki idei. in a statement. 

The Digital Network Solutions Co. will oversee digital nelwork- 
relaied businesses including electronic content distribution and creation 
of platforms for digital satellite broadcast and computer networks, such 
as digital .satellite broadcast transmission and reception syslems. It will 
take over Sony's production of set-top boxes for digital satellite broad- 
casting and also work to create new dislrihuiion platforms, a company 
spokesperson said. 





Make some real profits today... 
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THE RIGHT TITLES 

other CD-ROM producers may offer lots of titles, but when you 
really analyze their selection, you realize that not only are most 
of their titles in areas of limited consumer Interest, but they may 
offer few or no titles In several key demand categories. Explore 
The World of Software delivers an unbeatabie selection in the key 
categories of greatest consumer demand: Action Games, Windows 
Games, Kids/High School/College Education, Clipart, Internet, 
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COMPLIMENTARY TITLES 
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ML TITLES AT ONE LOW, PROFITABLE PRICE 

Impulse selling price - high margins - one low cost - making high profits has 
never been easier! 
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enjoy with Explore The World ot Software CD-ROMs. 
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THE EXPLORE THE WORLD OF SOFTWARE WAYi 



Marketed Worldwide By: 

ROCELCO INC. 

Viceroy Road 

Concord, Ontario, Canada L4K 2L9 
Phone: (905) 738-0737 

Canada / USA WATTS: (800) 387-9101 Fax: (905) 738-0396 
:inali: rocelcoSrocelco.CDm 
Worldwide Web: http://www.roceico.coni 


INDUSTRY FLASH 



(6041 278-2S11 hnpy/mMuiepc^/iCO/ 


(510)51)5-9795 Mo:/twmchvibtg.comM 

tu 

CompoFactory 

(504) 307-0916 

lai 

Comle* Mioo Sytlams 

(604)273-8088 tJnp:/Mwiv.coirTaxmicro.com 

m 

1-800-297-^ fmo/Smivcwiilw’iccs 

u 

1905) 513-6388 hnc^/mmic-cas.cm 

yj 

t-888-294-7130 MD^^MWficmera.eom 


Edge Wholesale Ltd. 

686-42S-edge hni^/f/wteOgejjBiBa 

kd 

Eleo Systems 

19061 470-73Q1 

iU 

1905) 940-3600 liaD^/nwMemo86.ea 

l£l 

Epox let 

1714) 990-8858 mpJMmi.mKcom 

O 

1-800-381-38E7 cm 


(MJi^aH'aoo"'"’' ' ' 

Ul 

1-800-B5B-3450 mp:/A»Mtvingn/rrnKJOCB 


1514) 620-9805 

tu 

I6D4) 244-7798 

yj 

(604)303-9628 

UJ 

(604) 278-0708 WpyAiwxTctirsj.ciiiii 

■J 

(905) 405-1541 nnfiy/mMtUIijfebu.cpm 

ILl 

1-800-555-1858 Php/WwMtonso'icon 

EU 

(416) 777-5120 Anp/AmvcredtinLiuwroeaca 

U 

(604) 273-4408 

cu 

(605) 940-3827 hnp:/rwwwqibgrp com 

titM 

(408)467-1888 hrtpJ/8MVriitronx.ccm 

Hi 

[905)738-0737 hapJ/wtwc.rcctteo.ecm 

111 

(905)940-3600 

LU 

1 -800-786-2878 linp:/ntwtv.sc9ptrgtgcP cam 

QESI 

1-8M-949-4587 MpJ/wwwapcmm.ct 

U 

(9051 474-9832 



Mitsubishi aims to grow beyond 

The Mitsubishi group of companies, with 
more than $200 billion in annual sales, claims 
to be the largest industrial conglomerate on 
the planet, and its Mitsubishi Electrical com- 
ponent. with sales of $36 billion, is about 
Number 36 on the Fortune 500 list. 

Mitsubishi Electrical makes everything 
from hard drives to VCRs to .supercomputers. 
Given this world-cla-ss scale, it’s a bit of a sur- 
prise that the Mitsubishi brand name has a rel- 
atively low profile in the Canadian computer 
market. The company OEMs its DiamondTron 
CRT monitors to Digital and Silicon Graphics, 
and its flat-panel LCD displays to Compaq, 
among others, but its name brand monitors 
command a relatively small percentage of the 
Canadian monitor market. 

According to Elan Azar, the head of 
Mitsubishi Canada’s Information Technology 
division, this is about to change. Mitsubishi 
has committed to the construction of a 


high-end monitor ghetto 

US$320 million monitor fabrication facility 
on the Califomia-Mexico border, and aims to 
become a more important player in the North 
American monitor market under its own brand 
name in the next few years. 

According to Azar, Mitsubishi’s 
DiamondTron technology wa.s developed 
after the expiry of Sony’s Trinitron patents 
opened the way for Mitsubishi to develop its 
own versions of high-end aperture grill moni- 
tors. Instead of copying Sony, however, Azar 
claims that Mitsubishi decided to make an 
improved aperture grille product, which has 
recently culminated in a new ’natural flat' 
DiamondTron screen. 

Mitsubishi has concentrated on the high- 
end of the monitor market, creating monitors 
that typically last for more than 20.000 hours 
of use. Typically, a Mitsubishi monitor out- 
lives two or three of the desktop PCs sitting 


Merisel expands MOCA into Canada for Sun support 

Merisel Inc. is expanding the Merisel Open Computing Alliance (MOCA) up from the U.S. into 
Canada. 

That divLsion of the company is dedicated to Sun Microsystems and enterprise-class prod- 
ucts. This mcan.s MOCA training, financial assistance, marketing and business development 
programs, integration services, and technical support are now available to Canadian resellers. 

As well, MOCA provides 48-hour delivery service via FedEx from Merisel’s U.S. Sun dis- 
tribution facililies. 


IT certification is highly valued, 

(NB) — Engineers and other technical types 
somedmes tend to scoff at certification pro- 
grams, but if a new study is right, tho.se who 
dll the hiring and firing di.sagree. 

The Sylvan Promctric division of Sylvan 
Learning Systems says a study it commis- 
sioned found the value pul on certificuiions at 
the corporate level i.s at an all-time high. 

Sylvan Promeiric, Sylvan's computer- 
based testing divi.sion in Baltimore, commis- 
sioned the study from the Gartner Group. 
Gartner’s findings and recommendations tend 
to be closely watched by information technol- 
ogy (IT) managers and corporation.s in general. 

The findings, released at the recent 


says new Gartner study 

ResulLs ’97 trade show on technology-based 
assessment now under way in San Antonio, 
were compared with those of a similar 
Gartner study made three years ago. 

Just as managers were more likely to 
require certifications this year, IT professionals 
were more likely to seek them, said Sylvan. 
According to the study, the number of IT pro- 
fessionals seeking multiple certifications has 
crossed the 50 percent mark, rising from 44.3 
per cent to 68.8 per cent. This increase was 
reflected in the increased number of IT profes- 
sionals who have sought certifications specifi- 
cally to advance their career, a number that 
rose from 46.6 per cent to 52 per cent. 


Toshiba worldwide notebook sales pass 10 million TOSHIBA 

(NB) — Toshiba Corp. says it has become the first notebook computer maker in the world to 
pass the 10 million mark for cumulative shipments. 

Shipmenl.s began in 1985 with the T-l l{X) series laptop computer in Europe. It followed, 
in 1986, with Ihe launch of the T-3I(X) serie.s machines in North America and Europe and the 
J-3100 series in Japan. Its Dynabook range, launched in Japan in 1989, marked another impor- 
tant step in the ciimpuny’s portable computing history. 

As prices and physical sizes have fallen in recent years, and technology has grown, the 
rule of sales has picked up. 

Toshiba passed the five million cumulative shipments mark in 1995. after 10 years on the 
maritei. The recent announcement marks a doubling of that number in just two years. ™ 
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Htgb Quality MonitOTs 
by GVC Carp. • Taiwan 


call us today 
for more selections 
and current 
pricing. 


Cotec Advanced Systems Inc. 

3145 14tlj Avenue, Markham, Ontario L3R OHl 
Tel; (905) 513-6388 Fax: (905) 513-7229 
Web: www.ici-caa.com 








CANADA WATCH 


Canadian Oeuis 


Airplane travelers plug in 

Ever Corp. (Canada) Lid., of Toronto, say 
iravclers on overseas llights can lap inlo more 
hailcry post er with Tlic PosverCharger. The 
poriahle power cord lets airline passengers 
ping into socket (installed 
on selected overseas 
flights). 

The PosverCharger is 
priced at $124.95 and is 
available in 20 models for 
various notehtiuk brands. 

An adapter lets the cord 
be plugged into a cigarette 
lighter in a car or bout. 


Canadian ISP market consolidates 

Over the space of a couple of weeks, the 
Canadian Internet Service Provider (ISP) com- 
munity became noticeably smaller as U.S.- 
based PSINet bought out iSiar. a big hut trou- 
bled Canadian ISP. for about $.\5 million, and 
Netcom Canada bttughl a large part of the sub- 
scriber base of Hookup Communications for an 
undisclosed sum. The two acquisitions arc fur- 
ther evidence ill support of analysts' claims that 
the Canadian LSP market is increasingly 
becoming split between a shrinking band of 
large players (such as America Online. 
Sympaiico, Netcom Canada and PSINet), and a 
host of generally very small or spcciali/ed 
ISPs, niiuiy of whom serve small communities 
or remote areas where the major companies 
have no local dial-up 'point of presence' (POP). 

A PSINet represen- 
tative conllrmed that 
iSlar, with 200 employ- 
ees, and about 66,000 
individual and I..10I) 
corporate subscribers, 
would be merged with 
PSINet's Canadian orga- 
nization. which has about 



with purchases of iStar, Hookup 

811 employees. PSINet spcciali/es in corporate 
Imcmci. neiworking and secure electronic 
commerce services, and secs llie acquisition of 
iSlar as a 'good 111' with the enmpany's exist- 
ing eu.slonier base and technical infrasinjciurc. 

iStar, which was quickly built in 1995 
through the acquisition of a number of smaller 
ISPs, was Canada's largest ISP. but had contin- 
ually lost money in recent quarters. Part of the 
deal for iSlar's acquisition by PSINet included 
an immediate cash payment of $5 million dol- 
lars to support iStor's current operations, lead- 
ing to speculation that tlic company had been in 
difficult fmancial shape at the lime of its sale. 

I.ike iStar. Hookup Communications also 
had a history of buying market share by 
acquiring smaller ISPs, and similarly seems to 
have had trouble managing its debt and mak- 
ing a profit. In llie case of Hookup, however, 
according to Netcom Canada's pre.sidenl Ron 
Close. Netcom is simply taking on about 
I3,(HH) of Hookup's subscribers, and helping 
them to transfer their accounts to Nclcnm if 


ihcv 


wish. 

For more information, contact http:// 
w.neicom.ca/press or hiip://www.psi.ca. 



Digital Canada has build-to-order plan 

iNBl — Digital Equipment of Canada Lid. says it will focus on build- 
to-order capahilities at its plant in Kanaia. Out. 

DEC Canada said it will build personal computer products in 
response to orders from resellers, rather than trying to anticipate 
demand. The coniptmy is promising resellers five-day turnaround and 
said the new plan will reduce the amount of inventory resellers need 
to keep on hand. 


Corel Corp. names design contest winners 

(NB) — Corel Corp. has named nine lop winners in its annual World 
Design Contest. Tire L1S$250.0(H) lop prize, Best of Show in the 
grapliies category, went to Hans Joachim Cardinal of Ciermany. who 
also won grand prize in the Landscapes and Landmarks category. 

Other grand prize winners in the gniphics eaiegories were; David 
A. Huss of the U.S.. in the People, Plants, and Animals category; Ron 
Richey of Canada, in Corporate Identification; .Simone Pampado of 
Italy in Technical Drawings; and Daniel Seed of Canada in die 
AbsiracLs category. In the publishing area, grand prizes went to Huan 
Le Tran of Canada for Corporate Communications; Brent J. Beverly of 
the U.S. in the Third-Party Solutions category; and Mark Lcany. also 
of the U.S.. in the Macros category. The winning images are available 
at http://www.corel.com/conlcsls/winners97. 


Supercom and D-Link combine on discounts 

Superenm Canada has struck a deal with D-Link Network and says 
resellers can expect additional discounts on D-Link networking prod- 
ucts when they're integrated into Supercom systems. 

Supercom's Howard Rolenberg, product manager for network- 
ing products commented, in a statement; “Supercom is saving money 
because of bulk packaging and volume purchasing and it makes sense 
to pass these savings along to our dealers." CM 
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back up a promise. 


h, T-mm ix 


(JlC-KUO.ii, 


The HP Coloratlo”'' TIJOOO tape drive doe.s 
moie than just backup fiata, it Ijacks up 
your word. You can a.s,sure ciLstoincrs tlic 
3.2 (iH T30l)0 is the low cost per M13, 
easy-lo-u.se, complele system liarkup. HP 
quality means tlieir data is secure. And 
they can share your confidence. HP's reliability extends far beyond 
drive mechanisms; it means total .support for resellers, with products, 
service and infonnalion tbere when yon need it. 

To help you sell and support storage products. HP has created a 
special website exclusively for resellers: www.hpstorage.com, with 
all the support and information youi! need. When your cuatomeis 
need al'fordable desktop storage, be stire to give them a name they 
T already tiiisl: IIP. That way, (hev'll know their sy.stem is 
^ safely backed tip and youi! know your promise is, too. 




HEWLETT 

PACKARD 


INSRftM ^ 

lOliSiW GIOBEUE MULTIMICRO 
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COMDEX/FALL 


Technology lovers flock 
to annual Vegas gathering 


by Gnice Casselman and Jeff Evans 



For ihe keenest technology players and 
watchers, nothing quite matches the lure of 
the annual November pilgrimmage id the 
desert. Indeed, as many as 2S0.C00-strong. 
they marched on l-as Vega,s for six days of 
crowds, line-ups. rhetoric and the occasional 
innovation. 

More than 2.I(K) exhibitors participated, 
with key technologies including: ultra-porta- 
bility, powerful PCs and servers. Internet and 
intranet products, networking, multimedia 
and voice recognition. 

From indu.stry leaders, proclaiming 
fondness for technology seemed particularly 
popular this year. In his 
keynote address. Bill 

• I undertook the theme: 

"Why I love my PC.” 

ineluding a reference to 
Bill Gates lovssNs PC ^is ongoing dispute 
with the U.S. Justice 
Department. He claimed his PC let him col- 
laborate with lawyers around the world to 
creat a 40-page brief on the dispute. 

"If there's anyone who loves PCs more 
than Bill, it's me.” said Eckhard Pfeiffer, pres- 
ident and CEO of Compaq Computer Corp.. 
noting in his own keynote that Compaq has 
sold more than 35 million PCs. 

"The greatest battle is not direct versus 
indirect." he commented. "It's which compa- 
ny can provide the right bundle of products, 
solutions and services to customers." 

"What is so special about Comdex?" 
a-sked Jason Chudnofsky. president and CEO 
of ZD Comdex & Forums, "It's a regather- 
ing of the industry — a place to put things in 
perspective." 


Tom Cosgrove, director of marketing for 
AccounlMate Software Corp., in Mill Valley. 
Calif,, said show attendees now "qualify 
them.selves more" than in earlier years, look- 
ing specifically for the solutions they need. 
(The Canadian subsidiary of AccounlMate is 
called SourccMate (Canada) Inc., but 
Cosgrove said that name should change to 
AccountMate later in 1998.) Target markets 
for the accounting products are companies 
with between two and 150 employees, and 
AccounlMate is looking for additional 
resellers, said Cosgrove. 

Tom Reeves, president of Merisel 
Canada has been attending Comdex for 1 1 
years. He says the show’s all about "meeting 
people and furthering bu.siness relationships." 

North American Strategy 

Reeves added: "It’s a good opportunity to 
showcase Merisel North America." He refer- 
enced Ihe recent expansion of the Merisel 
Open Computing Alliance (MOCA) division 
of the company into Canada. That Merisel 
division is focused on Sun and third-party 
enterprise products. 

He explained that Merisel is working to 
more tightly integrate the Canadian and U.S. 
businesses, including practices, partnerships 
and systems. 

While speaking to Canadian Computer 
Wholesaler at Comdex. Reeves said he 
expects to see Merisel Canada make further 
inroads into both build-to-order and config- 
ure-lo-order, in 1998. 

Micrografx also spoke of the "North 
American market." at Comdex. Last summer, 
that company closed its Canadian oflice and 
pulled those sales and marketing efforts back 
into its Richardson, TX-based office. "With a 
North American strategy, we’ve erased the 


border and seen growth." said Chad Riseling. 
director of channel sales. 

Micrografx was preparing to launch its 
Graphics Suite 2 Enterprise Edition, which 
promises to ease administration and total cost 
of ownership in a network environment, said 
Darryl Worsham, general manager, enterprise 
sales. The product is priced at US$349. 

Corel Video NC 

Corel Computer Corp. was showing Corel 
Video Network Computer which it is starting 
to ship to third-party developers. The video- 
ready NC runs a Java virtual machine. It will 
sell for about US$1,000. said Oliver Bendzsa. 
spokesperson for the hardware subsidiary of 
Corel Corp. 

Windows CE 

Microsoft was proudly exhibiting the 
Windows CE 2.0 operating system, support- 
ed by a number of hardware vendors with 
new handheld offerings and prototypes. CE 
2,0 offers such significant new features as 
support for larger and color screen.s, printing 
and VGA-output, to allow for presentation.s 
onto larger external displays. Numerous 
other modification.s include: enhancements 
to ease-of-use and readibility. True Type 
fonts, automatic synchronization with two 
PCs (both home and office, for example), 
support for E-mail attachments, and Ihe abil- 
ity to run PowerPoint presentations, said 
Douglas Dedo, group product manager for 
Micro.soft's con.sumer applications market- 
ing staff. Microsoft won't relea.se totals on 
Windows CE sales, but said just one of the 
eight hardware partners sold more CE hand- 
helds than the Newton in its first year. 
Three-quarters of buyers are business users, 
and 250 packaged applications are available, 
said Dedo. 

Compaq, for example, introduced the 
Compaq C-Series PC Companion, based on 
Windows CE 2.0. It includes an integrated 
modem, a color or monochrome display with 
640 by 240 resolution, and two brightness 
secting.s for the backlighting. 

Most CE handheld manufacturers are 
preparing to ship upgrade modules to allow 
current CE owners to access the new software 
features, H* 
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Some things just naturally 
go together. HP NetServers and 
HP SureStore DLT Libraiy. 



For resellers, it’s a delicious fact that 
sooner or later every server customer is 
going to need to back up all those files 
they’re creating. And no backup solution 
complement’s an HP NetServeU'-’ sale 
better than the new HP SureStore"^” DLT Library. 

Not only is the HP SureStore DLT Library a hot way to increase 
sales, it offers your customers peace of mind at an affordable price. 
Along with robotics technology that is proven and extremely 
reliable, you also get outstanding performance. The PIP SureStore 
DLT Libraiy backs up and restores data automatically, transferring 
at rates of up to 6 MB/second with data compression. Of course 
the HP SureStore DLT Library works seamlessly with 
HP NetServers and installation is typically HP-smooth 
and user-friendly. 

HP NetServers and HP SureStore DLT Library. 

It’s hard to imagine one without the other. 
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Intel Kiss And Make Up, 
Fer US$700 Million 

by Jeff Evans 


During ihe summer of 1997. ihe eompiiierinduMry 
was Ireuled lo the surprLsing spectacle of Digilal 
Equipment Corp. and Intel Corp., two of the com- 
puter industry's giants, firing lawsuits at cuch other 
over allegations of copyright infringement. 

Intel, the fahulou.sly rich company whose 
Pentium chip family is the dominant line of central 
proce.ssing units (CPUs) in the global personal 
computer market, stood accused of lifting several key technologies 
from Digital's Alpha chip and incorporating them in its Pentium II 
chip. Digital alleged Inlel violated 10 specific patents, including such 
concepts as high-speed insiruclion prcxicssing, cache manugement, and 
branch prediciion-all key lo superior CPU performance. 




Digital's CEO. Roberi Palmer, radiated indignation as he sptike 
about Intel executives boasling aboul how they had profited from other 
companies' ideas. Digital's claims for damages included an injunction 
again.si Intel selling any Pentium chips containing disputed technolo- 
gy. plus unspccifted payments. 

Intel responded with a cuuniersuil alleging Digital infringemenis 
on Intel patents, and threatened tu play hardball with Digital by cutting 
off the How of Pentium chips for Digital's own PC line. The stage 
seemed set for an interminable lawyer-fesl. on the scale of the 
Micro.soft-Apple dispute, which was only settled this fall by Microsoft 
investing in Apple and agreeing to pay unspecified licensing fees. 

So. it came as something of a surpri.se when on Ocl. 27, 1997. 
Digital and Intel suddenly announced an amicable settlement lo the 
dispute. The agreement amounts to an cxicn.sive. long-term strategic 
piirlnership between the two companie.s, including: the sale of 
Digital's .semiconductor manufacturing facilities (n Inlel for about 
US$700 million, a 10-year cro.ss licensing of patents between Inlel and 
Digital, and. Intel's agreement lo manufacture Digital Alpha chips. 

According to Digilul'.s Palmer: "This agreement brings issues 
between the two companies to a resolution ihui benefits customers in 
many imporlam ways. It ensures long lerm availability of Digital 
Alpha based offcring.s for Open VMS, Unix and Windows NT cus- 
lomers. In addilioit. Digital will develop Digital Unix and Windows 
NT offerings on the (Intel Architecture) IA-64." 

Much of the apparently genuine sen.se of hurl und grievance ihai 
Digital executives expressed when launching the original suit against 
Inlel seemed lo have been based on frustration that alter Digilal's huge 
invesiniem.s in Alpha lechnology, an Intel ‘clone' of that technology 
was winning in the market-place. 

To rub sail inio ihe wound, the Digital Alpha chip is lechnically 
superior in some ways lo the Pentium chip family, and the Alpha is 
universally recognized as fu.sler and more desirable for high-end appli- 
cations such as computer aided design (CAD), and 3D simulation and 
data modeling. However, in spile of .some success with Alpha, Digital 
could never crack the armor of the Windows/Iniel Juggemaui. 

The new agreement indicates that reason has prevailed over pas- 
sion al Digital, and the company has made what seems to be the he.sl 
deal possible under the circum.slances. For inlel. in a fashion similar lo 
Microsoft's seillcinciit with Apple, a sizable cash payment to Digital 
has al.so bought tangible benerus for Intel, and cleaned a potentially 
messy legal dispute off ils plate. 

Digital has made a siatcmcnl on doing business in the '9()s: hurl 
feelings arc one Ihing. the bottom line is another. For more information, 
see hUp://www.Uigilal.com or htlp://www.iniel.coni/pressroom. cm 

Jeff Evans h Assnciuie Ediinr of Canai/ian Coiiipiirer Wluilesalei: He 
eun be i‘e<aiied cil jeff&lepon.eom. 
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LCF Advanced Technology 



Introducing the 
HMet Pro~3aa 
Professional Series 

iNetPro-300 Professional Series 
delivers state of the art Intel Pentium 
II processor featuring MMX 
technology at speed up to 300MHz. 
you’ll blaze through even the most 
demanding applications, and 
experience the latest in media 
enhancement technology. The Intel 
Pentium II processor gives you: rich 
color, fast graphics, smooth video, full 
sound . . . 

Multimedia like you've never seen 
before on your PC. 

See it yourself at our INETPro 
computer retailer. 


"It made use of a good assortment 
of popular components such as an 
S3 ViRGE 3D video card with 4 MB 
onboard, the new Quantum ST 
UIDE hard drive with a capacity of 
2.1 GB, a Toshiba 16x CDROM 
drive and a Supra 33.6 Kbps fax 
modem. In its 166MHz class, this 
computer came second place in 
terms of benchmark performance... 
it is reasonably priced and would 
make a fine machine for any 
student 



Unparalleled Power & Speed Plus Room to Expand 


LCF Advanced Technology manufactures 
high performance desktop computers for 
home, business, and network applications, 
utilizing the latest chipsets from Intel. LCF 
PCs are considered to be among the best 
in performance and quality on the market. 


TEC Hfi/OLOGY Ltd. 


Specializing in Computer Distribution 


Unit #333-13988 Gamble Road. Richmond, BC. V6V 2K4 

Tel:604.303-9628 Fax:604.303-9638 Service;604.214-0388 



pentiumQ 


wwwJcf.com 


of Intel Corporation. 




d trademark! 


trademark 




YOUR ONE-STOP SOURCE! 


Broad Selection • Competitive Prices • Brand Names 


SCEPTRE SOUNDX 5500: SOUflOX “ 



SCEPTRE SOUNDX 4500: 


■ 12,r SVGA TFT Display 

• 128 bit Accelerated Graphics 

• Advanced Modular Design 


"This system was a great performer on 
our tests, garnering the round ups highest 
graphics and processor scores." jan.n. tss?. 


233 MHz Intel Pentium® 

Processor with MMO™ 

Technology 

13.3" TFT XGA Display 

(1024x768) 


• 128 bit Accelerated Graphics 
(16.7 M Color) 

• 48 to 144 MB EDO RAM 

• 3 GB Hard Drive 

• 16x CD-ROM 


SCcPTRc 



Multimedia 





4$ LAPRD Marketing Corp. 

Dealers 120 -3771 JAC0MBS road, Richmond. B.C. V6V2M5 TEL;<604|23M628 FAX;{604) 231-1626 

Wanted WebSite:http//www.lapro.com 


Dealers 

Wanted 












Coincidence? 


You didn’t 
expect to find 
the most 
advanced 
LCD (FT15+) 
and CRT 
(P97A) 
technology 
available on 
the same 
page, did you! 
But be as- 
sured it 
is no 

coincidence. 


Because... 


Both are backed by Sceptre's unwavering commitment to manutacturing 
excellence and Innovation. 

Both are backed by Sceptre's unwavering commitment to product availability. 

Both are backed by Sceptre’s unwavering commitment to provide the 
highest level of customer service. 

Both are members of a family that ihcludes award winnihg products 
including the Sceptre P75A1T'CRT monitor: 

Tetiinical Excellence Award, “...the most bang lor the buck 
Canadian Computer Wholesaler. August '97 
Both are flagship models in an armada of leading edge display products. 
Reduced to the simplest terms, both are Sceptre. 

For more Information aboul Sceptre's complete line of CRT and LCD display 
technology call 1-688-350-8989 orvisltourwebsltealwww.sceplretech.com 
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THE FIRST, THE BEST, THE ONLY 



THE INDUSTRY 


How Widespread 
Is Service Fraud? 


hy Dan McLean 


Canada's compuler lechnical service industry 
is about to get a wake-up call from an indus- 
try association dedicated to raising the bar of 
professionalism, as the Computing Tech- 
nology Industry Association (CompTIA) 
based in Lombard. 111., has oflkially opened 
iLs doors in Toronto. 

Consumer skepticism about the comput- 
er service industry may have been heightened 
earlier this summer during an NBC's 
Daleline news magazine show which sought 
to uncover computer service fraud and negli- 
gence by bringing computers with known 
problems to various repair centres. At least 
one major outlet failed the test, citing the 
need fi>r additional repair costs and replace- 
ment of parts on a computer that Diileliiie 
maintained were fully functional. 

CompTIA represents more than 6.(101) 
computer resellers, VARs, distributors, manu- 
facturers and training companies in the 
United States and Canada and provides 
CompTIA professional certilication among 
service technicians. The goal is to ensure 
consumer confidence in compuler service 
facilities and professionals. 

"Are there problems out there'.’ Yes." says 
John Venator. CompTIA executive vice-presi- 
dent and CEO. "Do I wish they weren't there? 
Certainly. Where do they tend to be? They tend 
to be in more major metropolitan areas." 

According to Venator, home users and 
SOHO businesses are typically the victims of 
computer service fraud simply because they 
are less knowledgeable about their comput- 
ers, While he perceives problems brewing in 
the computer service field, he admits having 
no hard evidence, only hi.s own observations 
of what he has "seen anti heard." However, 
his view of what may be happening in the 
industty isn't consistent with what others see. 
An informal polling of resellers and .service 
outlets in the Toronto area revealed virtually 
no concern. "Wc haven't had any complaints 
about different people or other stores (that may 
have committed compuler service fraud). I 
don't recall anything," says Stan Brak. a tech- 
nician for Coinpumemories in Toronto. 


Mohumed Dhanji. owner of Hi-Tech 
Electronics in Toronto concurs, saying he 
doesn't see computer service fraud as u signif- 
icant problem in the industry, at this lime. 

But CompTIA's Venator contends con- 
sumers are expressing concern und want to 
learn how to protect themselves ugainst com- 
puter fraud. In fact, a recent pamphlet entitled: 
Miikinf; The Right Cimiieiliims... Hoiv ro Find 
a Kepiiiahle Compuler Reseiter. was a joint 
CompTlA/BBB effort. "The Bolter Busines.s 
Bureau approached us and says, ‘One of the 
major areas we gel calls on all the time is 
(from consumers) who want to know where 
they should go to get computer service,'" 
Venator says. Appn>ximately KOO.dOl) of these 
brochures have already been distributed. 

Venator believes CompTIA's A+ certifi- 
cation program for technicians will provide 
some degree of assurance for consumers. The 
A-s certillcaiion exam tests competency in 
technologies ranging from microcomputers to 
displays, storage media to printers, operating 
systems, modems, buses and CD-ROMs. 

Venator claims A-s certification is gradu- 


ally being recognized as a standard of excel- 
lence in the Uniled States, 

CompTIA membership also provides a 
degree of consumer confidence, he adds. 
CompTIA has a code of ethics and standards 
for its members which are enforced and those 
found guilty of compuler fraud cun lose their 
memberships. 

■'We want much more of a specific pres- 
ence in Canada iis our Canadian membership 
grows." Venator says. “Wc want to be able to 
service Canadian members better — by 
Canadians, for Canadians." 

CompTIA may have iLs work cut out 
since none of the Toronto area service outlets 
conlucied had even heard of the association. 

Some, like Hi-Tech owner Dhanji, 
even believe an association like 
lyjJ' » CompTIA is not needed. 

Others, like Brak, suggest that 
common sense may be the industry's best reg- 
ulator. “You have to give good service because 
a customer won't come back if they’re not sat- 
isfied." he says. 

For information about CompTIA in 
Canada, visit the CompTIA Web .site at 
hlipi/fwww.complia.org. CM 

Dan is a Tiinmlo-hased jownalisl 

ii’/io specializes in Ingh-lechnology ivporiiiig. 


CompTIA's checklist: Do you measure up? 

CompTIA recommends that customers employ the following checklist to selects reputable reseller. 

Longevity In the market-place: If a reseller is well-established, it is more likely that the company will be 
eround to handle future questions, service needs end upgrade plans. 

Relerence checks: Can the reseller provide a list of satisfied customer references? 

Quality of seniice: Do the reseller’s slated marketing mottoes match tha services they actually provide? 
Manufacturer authorizations: Has the reseller installed and/or does it use the specific kinds of equipment that 
are being proposed to the customer? 

Ceitiflcalion: CompTIA advises that a reseller who has certified computer service technicians on staff is 
showing customers a commitment to computer service quality. 

Support questions: How much oflhe system being configured does the customer want the reseller to support? 
Can the reseller support this platform with in-house personnel or by outsourcing? Remember, too, there is no 
such thing as ‘'free technicel support." It is invariably tied into the cost ol the computer, CompTIA tells users. 
Level ol rapport: What will be the rapport level between the reseller’s support personnel and the employees 
in the end-user's organization? An adversarial posture can cause problems within the customer’s company, 
says CompTIA. 

Service: Does Ute reseller service equipment in-house or do they send it out? 

Resources: Can the reseller commit the resources necessaryto bring aboufflta proposed solution in the dme- 
ireme sgreed upon? 

Extended manufacturer warranties: Many warranties are only for a year. Can the reseller extend them? 
Outside help: Can the reseller bring In vendor resources if necessary to complete the projects In the same 
timely fashion? 

Industry commilinent Does the reseller actively participate in computer technology societies or associations, 
demonstrating the company's famlliartty with developments in the industry at large? 
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eMLX 

Intel 440LX Pentium® II 
Multimedia Mainboard 

• Intel 4401X AGPset • Suf^wrt AGP 

• Auto Jumper Yes • Creative 
EMU8008 3D PCI Sound Chip on 
boord • Support UltraDMA-33 • ATX 
Double Decker ♦ SoftPower on/off 
and modem ring wake-up • CPU outo 
fan oFf ond temperature monitoring 



Zida Technologies Ltd. 
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Comtponic Celebrates 
1 0 Years of Growth 


by Jeff Evans 

Markham, Ont.-based computer distributor 
and manufacturer Comlronic Computer Inc. 
celebrated 10 years of uninterrupted growth 
in late October, with the dedication of it.s new 
5.1.0(X>-square-foot facility in Markham. Ont. 

In the last decnde, Comtronic has grown 
from about SI million per year in sales, to 
more than $170 million, placing it high in the 
middle tier of Canadian computer distributors. 

The opening of the new facility was 
attended by numerous dignitaries, including 
Markham mayor Don Cousens, and Ontario's 
minister of consumer and commercial rela- 
tions, Dave Tsubouchi. 

Comu^nic founder and president John 
Tse arrived in Canada in 1978, and after 
studying computer-related subjects at the 
University of Ottawa and York University, he 
went to work learning PC sales for a Toronto- 
based company called Futuretron. He quit that 
to start his own company. Comlronic. in 1987. 

Comtronic began as a firm which bought 
computer components from Canadian distrib- 
utors and re.sold them to local PC makers and 
resellers. In 1989, Tse began to import com- 
ponent.s directly from Taiwan, including 
product brand names such as Animux (still a 
supplier to Comlronic). Surtek and 
DataExpert. Comlronic also began to sell 
PCs. often to consultants or dealers specializ- 
ing in niche market solutions such us CAD. 
construction and architecture. 

As Tse and Comlronic gained experi- 
ence, they also gained a good reputation in 
the industry, and began to sell to superstore 
customers such as Costco and Future Shop. 
Tse’s philosophy of business was shaped dur- 
ing by this early period: "It was very tough to 
climb in this competitive market. You really 
need to lake care of the customer, to treat the 
customer as an associate. If the customer 
prospers, we prosper.” Tse concentrated on 
maintaining long-term relationships with 
both suppliers and customers, avoiding carry- 
ing loo many lines of products in favor of 
concentrating on a few good lines. T^e 
worked hard to develop sales of new suppli- 
ers' products. "When you deal with a suppli- 
er it’s never just about price. You have to look 
beyond one quarter. If you have a bad quarter 


of sales (with a particular supplier’s product), 
find out why and make it better." 

Comtronic moved to its bigger location 
to accommodate the company’s ongoing 
growth. The new Comtronic facility Include.s 
production capabilities of up to 400 PC.s per 
.shift, in addition to warehousing, sales and 
service space. Tse expects Comlronic to grow 
along with the overall Canadian computer 
market, “for sure, the 1998 market will grow 


The company has 150 employees. 
Comlronic distributes its own Comax PC 
line, as well as computer components; periph- 
erals; network hardware; and software from 
more than 50 vendors. Those include: Acer. 
ATI Technologies. Daewoo Electronics 
Canada. Dual group. IBM, Surecom 
Network, Aceex, NEC and Western Digital. 
Comtronic sells to 1,800 resellers, and also 
has offices in Hamilton. Ottawa, Vancouver. 
Montreal, and Dartmouth, N.S. 

Tse claims that trends in 1998 will 
include a big switch to the Pentium II proces- 
sor, PCs based on the new modular mother- 
boards. and possibly a growing acceptance of 
DVD in the consumer market. 

Tse has been active with the Canada 
Chinese Computer Association "since day 
one," and refers to it in family terms. “This is 
my baby,’’ he says. CW 

Jeff Ex’ans is Associate Editor of Canadian 
Computer Wholesaler and can he reached at 
jeff@lcpoii.com. 


CCCA Cliarltalile Foimilatlon 
Holds 4111 Annual tala 

The Canada Chinese Computer 
Association held its fourth gala on 
Nov. 1, with hundreds of representa- 
tives from the Canadian computer 
industry in attendance at the bowling 
tournament and dinner that comprised 
the event, 

Rex Tsang. of Althon 
Inc., the president of CCCA, 
and Frank Luk of Supercom, 
the event chair, presided over 
the dinner, where donations 
were made on behalf of the 
CCCA to World Vision 
Canada, to provide plastic 
surgery for facially deformed 
children in China, and to the 
Yee Hong Centre for Geri- 
Care in Scarborough, 

Numerous computer 
vendors supplied technology 
products for the Silent Auction that 
look place at the dinner. The CCCA 
has established a Charitable 
Foundation to disburse funds raised by 
the CCCA to appropriate charities in 
an organized way. According to Luk: 
“Worthy charities such as World 
Vision Canada and Yee Hong Centre 
for Geriatric Care are in need of our 
financial contribution. Through the 
CCCA Charitable Foundation, we can 
and have been able to make a differ- 
ence in our community and beyond, 
and we are committed to continue with 
our work, so that we can do even more 
for humanity in the future.” 

With the establishment of its 
Charitable Foundation, the CCCA has 
expanded its role in Canada from what 
was originally a purely business-ori- 
ented association, to an organization 
that personifies good corporate citi- 
zenship, and humane involvement in 
society. 


10 to 15 per cent." 
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EYE ON THE INDUSTRY.. 


Sub-IMotebooks: 

Deja Vu All Over Again 



Tlii; sub-noicbook cate- 
gory has gone through 
fils and .starts over the 
years, bouncing in the 
court of industry opinion 
between technology dar- 
ling and developmental 
dead-end. 

A few years ago sub-notebooks - 
portuble.s that were lighter and of smaller 
dimensions dian standard notebook computers 
— were in. Hewlett-Packard's OniniBook, 
the first Windows computer you could 
almost fit in your pocket, led the way, Uter. 
IBM had a sub-five-pound 48fi-hased 
portahle in the ThinkPad 500 series, Compaij 
took a .shot at the market with its Coniura 
Aero series, while To.shiba added the Pnnege 
line. While nowhere near the pcliiencss of 
the original OinniBook, these were shrunken 
design variations of the standard six-io-eighl 
pound notebook computer, being lighter as 


well as 


mailer. 


That also meant that the 
screens wore smaller, the key- 
boards were more cramped, 
and the fioppy was external. 

While lighter was good, small- 
er wasn't. It seems that not 
many people were content 
peering inio a seven-in 
screens or typing or 
keys that were 90 per 
cent of what they 

desktop machines. 

So the development phi- PonejeamCT 
losophy split. IBM and Compaq went one 
way. while Toshiba and HP stayed with the 
shrunken notebook concept. Toshiba has con- 
tinued with the smaller form in its Ponege 
line of portables, and although the Purtegil 
660 is no longer as light as it nnee was. 
Toshiba's Portiige 500 gels closer to the orig- 
inal conception of the sub-notebook, weigh- 
ing in at 5.7 pounds. 

While Hewlett-Packard uses the Omni- 
Bonk name for all its portables now. it still 



has the OmiiiBook 800, 
whose design remains l,„^ 
the original almosi-pockelahle Windows 
machine. The latest variation has a I66MH^ 
Pentium MMX processor and squeezes a 
12-indi screen in the small cu.se. 

Thinner And Wider 

For IBM. the ThinkPad 701 ••Bullerlly" .series 
(remember the expanding keyboard'.') was an 
attempt to pul a standard-size keyboard into a 
sub-nolehook I'rainc. The keyboard proved 
reliable but loo expensive to produce, and 
eventually, IBM abandoned the smaller-llian- 
normal case dimensions altogether. The 
ThinkPad 560, which replaced the 701. was 
of normal notebook dimensions, at lea.si in 
lorms of width and depth — although it was 
significantly thinner (1.2 inches) and lighter 
(4.1 pounds) than standard notebooks. With 
the 560, IBM seemed to take the philosophy 
behind Digital Equipment Corp.'s HiNote 
Ultra to new levels of thin. The latest HiNote 
Ultra 2000 is around five 
pounds and 1.25 inches, but 
unlike llieThinkPad 560. il will 
accept a CD drive via a swap- 
pable hay. 

And. even thinner, lighter 
designs are coming. In September, 
Mitsubishi and Hewlett-Packard 
annuunced u joint project to devel- 
op what they bill as 'The industry's 
thinnest, lightest notebook comput- 
er." The companies previewed a three- 
pound ‘‘concept” mode! with an Intel 
2.5.5MH/ Mobile Pentium CPU wiih 
MMX. a 12-ineh TFT screen and a magne- 
sium housing. The product will be uvailable in 
North America and Eumpe under the HP 
brand in early 1998 and in Japan in late 1997 
under a Mitsubishi biand. How thin'.’ Would 
you believe 16 min (0.6.5 inches)? 



The Enigma Of Libretto Et Ai 

The lessons of the Compaq Aero and IBM Diiv'ul Tiiiuikii 
TP.500 seem to be that people doiTl want isi uiul Hi/iiiin 
small screens or small keyboards. Thin and hemulwiliili 


wide are Ihe fia- 
s for today. Bui, it 
seems some part of the 
market has suddenly fallen in love with liny 
computers again. Toshiba has apparently been 
pleasantly surprised by the popularity of ihe 
two-pound l.ibrello 50CT, It recently intro- 
duced a new variation, the Libretto 7(Xrr. Tlie 
new model has a Pentium l20MHz processor 
wilh MMX. along with a bigger ( 1 .5GB) hard 
drive. It's still undeiTwo pounds and mea.sures 
8. .5 by 4.5 inches, but il still also ha.s Ihc liny 
(alheil hrighl) six-inch active-matrix screen 
and baby hands-only keyboard. 

More than a year ago. I saw Mitsubishi 
previewing a modular sub-notebook called 
Ihe Amity. Now. in the U.S. at least, 
Mitsubishi’s Mobile Computing Division has 
introduced Ihe Amity CN. The unit weighs 
about 2,5 pounds, measures 9..T by 6.7 inches 
and is powered by a Pentium l3.5MHz 
processor. A spokesperson with Mitsubishi 
Electric Sales Canada Inc. .says the product 
will be available in Canada in 1998. but only 
in limited quantities, likely through VARs. 

What these models offers that Ihe 486- 
era sub-notebooks didn't is significant weight 
reduction to offset the cramped ergonomics. 
Having lugged a sub-notebook antiind for a 
couple of yeais, 1 know that a 4.5-pound 
computer is still heavy at the end of the day. 
Moreover, when you throw the separate 
.5.5-inch disk drive and a portable CD-ROM 
drive in the shoulder hug, you'd be just as far 
uliead wilh a regular laptop. 

At least w'ilh a regular laptop, you don't 
have to assemble your computer modules 
ju-sl lo copy a file to a floppy, and you have 
a dcccnl-size keyboard and screen. Bui ul 
Iwo or two-und-a-half pounds, I Ihink I'd be 
willing to pul up with a lol more ergonomic 
limilalions. CW 


</T/ir C<«u/>/<;<T /'»/)«■/: H('( 

UivUI&uiKCci. 
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FORECAST: 


Forecast: 

1998 

Industry watchers point to portables, networking, 
document-handling and knowiedge products 
and services as the hot segments 
in the New Year. 


P iL'Jiiiinj; ihe I'ulure cun be nearly as difficult as inierpreting the 
|)usi. Try answering these iiiniKuous t|ueslions: Whore was the 
iclcphoned invented'.’ Who won the War of 1812? While you 
may have answered "Canada” to both i|uestions there are those on 
south of the 4dth |iiitallel who would vociferously disagree. 

When it comes to interpreting the psist or predicting the future con- 
text is everything: your thoughts depend on the present company you 
keep. Or. in lltc case of the industry representatives who helped com- 
(tile these fearless technology forecasts, the company you work for 
If there is anything that connects the future of technology to llic 
past, it's change. And. bectitise the pace of change is utirelenting. 
resellers need to “specialize'' if they “hope to thrive,” says Jim Estill 
Ijestillt^'hookup.nei). CEO of EMJ Data Systems in Cluciph. Ont. 

Networks Rising 

Industry watcliers say tlicic will be a tremetidous demand for dealers 
who specialize in intcgraling evolving networking technology forcor- 
por.iiions and small businesses. 

Alex IJelislie is president and CEO of Montreal-based DMT 
Technology Group (Caniiila'.s fourth largest VAIi and systems integra- 
tor). DMT specializes in fully integrating networking solutions across 
enterprises. "To add value, VARs need to look at increasing profes- 
sional services." says Delislie. 


As networks become ubiquitous, Estill sees the cost ol bandwidth 
declining to the point where vidcrsconferencing will become afford- 
able. making video-cdilmg "a hot technology” for the hobhytsi and 
corpomic rnarkeu. 

Oliver Gnuss. director ol niurkeiing at Bay Networks Canada Inc. 
(hiip//www.baynelworks.conii based in Tomiiio. concurs. He says 
applrctuions that have been di.scussed at length for years, "like mulii- 
mediu and I’idcocunferencing." will begin to see deployment through- 

"Gigahil Rlhemei. combined with routing switch technology, will 
doniiiiale l./\N backbone implemenlations through to 3tK)0,” Gnass 
piedicts. He says the routing switch will di.spluce the LAN backbone 
router in IP environments with traditional backbone routers serving 
legacy protocols and WAN requirements exclusively. 

There is great debate about whether 1 998 will be a breakthrough 
year for the Network Computer (NCl or the Network PClNPC). but the 
feeling is that one or both technologies will make signilicuni in-roads 
as companies expand networks, specifically intranets and extranets, 
while trying loretn in the total cost of computing. So it comes as no sur- 
prise that anulhor area of importance w-ili he middleware. 

"Rather than throwing away hillions of dollars in IT investmenfs, 
companies can now use Java-enabled mitidleware products, such as 
MQSeries. to link disparate uppliculions and platforms to form smooth 
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At Ingram Micro, we offer the broadest selection in 
the industry - more than 550 manufacturers and over 
32,000 products. We have what your customers need. 


Don’t take our word for it 
give us a call and see for yourself 
why we’re Canada’s largest 

microcomputer 

distributor 


Ingram Micro also offers a stiiggeiing array of services 
and programs, including technical education, ilexible 
financing (jptions, same-day shipping, Saturday siiles, 
trade-in programs, and on-line piodiici availabilitv’ and 
ordering tlvrongh onr www.ingr.uiiinicro.ca website. 
And our leading publications and events will keep 
you informed alHJUt industry devtiojinieiiLs. 

For resellers with unique needs, Ingram Micro has 
formed smaller, .speciati/ed divisions to provide 
dedicated sates and marketing .support. Whether 
your business is focu.sed on the retail channel, 
technical products, Macintosh products, data 
storage, or more, we have dedicated resources to 
help you get the most from us. 


1 800 668 3450 

P.Q. 1 800 361 0667 B.C. 1 800 663 0960 

www.ingrammicro.ca 
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FORECAST: 1998 


functioning wholes.” says Harvey Lewi, manager, software marketing, 
for IBM Canada Ltd. (http://www,ibm.com). And systems manage- 
ment will be a key growth area as poorly managed systems hamper 
cfTiciency. "Products such us Tivoli Systems’ TME 10 provide a reli- 
able framework for standardization and management." say.s Lewi. 

“The vision of the PaImPiiot is to continue 
its emergence as a horizontal product 
with vertical applications." 

- Nick Ttdd 


Once networks are running efficiently, look for electronic com- 
merce and sales of related hardware and software, to explode. IBM's 
Universal DB2, a mulli-plalform, multimedia relational database, will 
allow companies to link corporate information such as videos, sales 
forms, digital images, text and spread.sheeis to the Wch enabling com- 
panies to effectively conduct E-commerce. 

Pushing Knowledge 

With more people prttccssing more information from more computing 
devices on more networks with more bandwidth than ever before, man- 
aging knowledge will become an issue, says David Weinberger 
ldavidw@opcntext.com). vice-president, strategic marketing of 
Waterloo, Ont.-based Open Tbxt (www.opentexi.com). Although as 
much a set of pr.ictices as a technology, "knowledge management is 
clearly set to emerge in 1998." 

While intranei.s have been used to publish corporate information 
such as policies and procedures, intranets will emerge as the platform 
for collaborative work spurting sales of products such as Open Text 
Livelink, a collaborative knowledge management application used by 
150 global companies in its first year of availability. 

We can also expect to see push technology flourish, Weinberger 
and others predict. So make way for increased use of PoinlCasI and of 
channels on Microsoft Internet Explorer, for example. "Last year was 
a tremendous year of growth for PointCast Canada." says Jennifer 
Stewart, marketing manager of Toronto-based PointCast Canada. 

Going from almost zero to over 300.000 registered Canadian 
viewers. PointCast (hltp://www.poinicast.ca) helped establish the 
Internet broadcast market. Stewart expects news and information to 
become "a more targeted and highly personalized experience" due to 
products that combine pu.sh technology with intranets such as 
PointCast's Intranet Broadcast Tools and new channels on the 
PointCast Network. Connections and Industry Insiders, which turn 
PointCa.st into an extranet tool. 

Paper Here To Stay 

Even with the continued growth of digital information, none of the 
experts dared to predict the arrival of the often heralded paperless 
office. In fact, 1997 was an extraordinary year in desktop printing for 
Xerox "and 1998 is going to be even better," says Chris Punned 
(chris_punned@torho-xc.xerox.com), director of marketing, Xerox 
Canada Channels Group. North York. Ontario. 

While convergence between printers and photocopiers will con- 
tinue, 1998 should also be the year that "color la.ser printing will be 
affordable to almost anyone," says Punnett. In addition, low-cost, fea- 
ture rich products such os the Xerox DocuPrini C5.5 will smooth the 
path to even more affordable color laser printing for corporate and 
small business markets. 


And printing technology will not ignore the network. Punnett pre- 
dicts better printer management software will allow network adminis- 
trators to remotely install, configure and manage printers across multi- 
ple network environments using intranets and the World Wide Web. 



Good Things; Small Packages 

The (ulure also includes more cotnpuler power in smaller pitekages. 
While there will be continued healthy growth in the notebook computer 
market, gntwih in the htindheld coitipuicr market will be phenomenal. 

Accounting for one of every two handheld 
computers in people’s pockct.s around the 
world. ,3Com’s PaImPilot has led the chaige in 
the growth of personal digital assistants 
(PDAs) and handheld computers. "The 
vLsion of the PaImPilot is to continue its 
emergence as a horizontal product with ver- 
tical applications," says Nick Tidd 
(ntidd@mhz.com). director. Canadian 
sales. 3Com Canada in Burlington, 

Ontario (http://www.3Com.com). He 
points out that more than 3.0(X) devel- 
opers have created applications that 
broaden PalmPilot's utility base atid 
says 1998 will see even greater devel- 
opments for vertical markets. 

So don't he surprised when you sec surveyors, census 
lakers, inventory managers, couriers and others replacing paper-based 
operations with handheld devices that lake advantage of wired or wire- 
less synchronization to desktop and networks from the field or office. 

Those who find notebook computers too big and handheld comput- 
ing devices loo small may find the Toshiba Lihrcllo mini-notebook just 
the right fit. as the trend towards portable computing devices that meet 
the needs of almost every business ttnd consumer segment continues. 


"Gigabit Ethernet, combined with routing 
switch technology, will dominate LAN back- 
bone implementations through to 2000." 

— Oliver Cniisa 


Other important portable computing trends include the advent of 
portable DVD notebooks, making mobile ciimpuling more practical 
than ever, says Robert Grossman (rohert_grossman@mail.loshiba.ca), 
vice-president and general ntitnager. Toshiba of Cttnada, Informtttion 
Systems Group in Markham, Onl. He predicts notebooks will he more 
seriously considered as desktop replaceinetits and points to the Toshiba 
Tecra 750DVD — a notebook computer that puts 17GB of mobile stor- 
age in the hands of u.scrs along with advanced multimedia and video 
capability — to demonstrate that his prediction is based in reality. 

And finally, some things all industry pundits agree on: computer 
processing .speeds and storage capacity will increase; prices will come 
down; margins will be squeezed. 

So resellers, if you believe all. or any. of the above, then your 
mantra for 1998 should be; ".Specialize. Add value. Specialize. Add 
value. Specialize,..." CM 

Paul Lima I'.v a Tiiroiila-hii.wl janrnalisl who .ipecializc.s in /j/g/i- 
lechnology rci>oniiig. He can he rearheil al likotg'itliml.iom. 
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System Highlights: 



dent. 


Real Time Audio & Video Data Transmitting — 

transmit full motion multimedia curriculums to 
stidants: video tape, CD title, CAI program, TV, 
Internet, etc. 


Power full Broadcast — teaching materials at 
teacher station to one, a group, or all student sta- 
tions. Even broadcast one students monitor 
screen to all other students, including audio! 

Remote Obsenre — teachers can check students' 
progress by remotely observing student's monitor 
screen, either automatically scrDllinq from one stu- 
dent screen to another, or by menually selecting a stu- 
dent to observe. Moreover, teacher can adjust the 
observe time (1-99 fflconds), and can even pause m a 
student station and jump to control mode to provide 
direct assistance. Teacher can select to rateive stu- 
dent's audio, video or both. 

Control - teacher can control student station's 
keyboard, mouse and monitor right from the teachw 
station. Microphone and headphone channels are 
opened for communication between teacher and stu- 
dent. 

Reboot — remotely reset one, a group, or all 
student stations. Useful for system reconfiguraton, 
or even stopping students from playing PC games 
during class. 

Group — automatically or manually divide student 
stations into groups of up to four stations per group. 
LED on Control Panel identifies group memters. 
Great for language training and group projects. 

Group Dialog — after dividing student stations into 
groups, allows students in groups to communicate 
wWi eadi other. Teacher can listen and participate in 

a raupatanytime! Great feature for language 
ng and group projects. 

Student On/Ofi Line Indicator — LED at Control 
Panel indicates when a student logs on or off the 
HiClass System. 

Save Seat Table — saves studmt seat position table 
to an ASCII file for tie teacher to view and print 


DISTRIBUTORS OF COMPUTER PRODUCTS 




Since the scan of the PC technology revolu- 
tion, resellers have always had to keep on 
stay on lop of the technology wave to survive. 
It has always been a truism of the business 
that products come and go so fust that it is 
hard to keep up! 

Yesterday’s new solution is today’s com- 
modity sale. LAN installations, for instance, 
are now much easier to install than before. 
The rule of thumb in this business is that the 
money is usually made on the services or cus- 
tomization offered, not the actual products. 

But as technologies of various sons sian 
to converge (computers, cameras, television, 
telephones, pagers etc.) the decision to pick 
out the winners and losers among the array of 
new hardware and software products and 
.solutions becomes more of a challenge. 

Theoretically, resellers in general 
should be "well-positioned" to stay abreast 
of incremental changes in technology 
because "tbey lend to get forward-looking 
information from their suppliers," says 
Michael O’Neil, executive vice-president of 
the Toronto-based Intcmalional Data Corp. 
(Canada) Ltd. "They are certainly recruited 
by tbc organizations that bring out radical 
changes in technology." 

Find A Niche 

For example, security is a big i.ssue among 
corporate clients and Roger VanderBeek. the 
owner of the LAN Shoppe in Toronto admits 
he is “probably late in the game," compared 
to competitors who have been pushing solu- 
tions for about a year in this area. "We arc 
con.sidering a couple of different Rrewull 
products," says VanderBeek. “We have eval- 
uated several and are looking at a few other 
ones just to make sure that we are familiar 
with the technology. Our guys gel demos, 
evaluation copies, gel their feet wet with it 
and find out where their strengths and weak- 
nesses arc. And based on that, we can make 
informed recommendations to the client." 


Upgrading 
Your Niche 

How can you find the right technology or business 
opportunity to poise your company for success? 


Spend The Money: 

Research And Train 

VanderBeek says he is reluclunl to spend 
money on the investigation of new technolo- 
gies on-the- horizon unless it is absolutely 
necessary. 

Resellers arc also constrained by their 
finances and therefore understandably wary, 
adds O’Neil, because they are the ones stuck 
with providing support and maintenance to 
the end user. “Those bleeding technologies 
aren’t as stable. “You don’t want to be a tech- 
nological laggard if you are in the technology 
business. But on the other hand, you don't 
want to bankrupt your company by attempt- 
ing to support a product that is apparently not 
realizable and stable." 

However, he says it is a blessing to find 
a new market niche which is not terribly 
crowded at the moment. 

Bruce Stuart, president of the Van- 
couver-based Channel Corp. Management is 
worried that iwo-thirds of resellers are “ill- 
prepared" for oncoming technology trends. 
He says they do not have anybody on staff 
dedicated to the marketing function. In 
Stuart’s definition, that involves: identifying 
the markets, communicating the appropriate 
me.ssages to clients and “manufacturing" the 
prospects. "As technologies converge, the 
me.ssages that resellers have to deliver to their 
potential clients change. If there is no facility 
to make that communication process happen, 
then it doesn't happen.” 

Invariably, resellers have to make choic- 
es on which technology to invest their invest- 
ment dollars, says Stuart. “You've got to 
place a bet on Microsoft versus Novell, 
you’ve got to make a Netscape versus 
Microsoft bet, you have gol to make a bet on 
HP versus Sun versus SGI." 

“The amount of money somebody has to 
invest to become a half-decent Bay Networks 
VAR or Cisco VAR is not cheap. What that 
means is that they have to have the ability to 


invest in technical capability and in a lot of 
cases new marketing and sales capability." 

This involves having one’s staff contin- 
uously retrained, something that resellers 
are not always wild about doing, adds 
Stuart, as it is viewed as an “extra” expense, 
especially if they are barely profitable and 
there is not enough slack in the budget to 
loosen up some cash. 

Stuart believes that the convergence in 
technologies will create new types of 
re.sellers such as Internet VARs who "were 
not a species two years ago.” 

While there is a dearth of high-end 
VARs in this country, he says, a shakeout is 
inevitable among the low value-added PC 
retailers. "There is probably more capacity in 
Canada than the market needs at this point." 

Yet, it is also the large volume retailers 
with their thousands of SKUs which can 
afford to display new products and "give 
them a shot,’’ says Don Miliman, a product 
manager for the Vancouver-based Doppler 
Computer Superstores. His main concern is 
that the vendor keeps the channels informed 
when a mode! has been discontinued. “We 
want to be known as fairly cutting-edge." 

Danger Ahead? 

Resellers need to look ahead, both at the 
opportunities and the pitfalls. For example, 
one danger down the road is that resellers 
might be entirely locked out of the converged 
technologies by large players who pilch their 
products services directly, says Susan O'Dell, 
president of the Mississauga, Ont.-based 
Service Dimensions Inc. She adds: “Both the 
cubic companies and the telephone compa- 
nies are seriously exploring direct reselling 
relationships.” OX 

Fbul Weinberg is a Toronto-based journalist, 
specializing in high-technology reporting and 
business. He can be reached at pweinbg@ 
inlerlog.com. 
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NPUT DEVICES 


Making Contact: 

Control the PC with pizzazz using the latest input technology! 


F tir ihe last 20 years, it has been pretty simple for the computer 
reseller to determine what input devices should be olTercd along 
with a PC. 

The computer keyboard, which allows the user to type in com- 
mands and other data to a personal computer, has consistently been the 
principle input device for the standard office applications, including 
word processing, spreadsheet and database programs. Since the release 
of the Apple Macintosh at the end of 1 984, the computer mouse, used ' 
in conjunction with operating systems and applications that offer a 
'graphical user interface,' has been the second key component to mak- 
ing computer input easier and more intuitive for the mainstream com- an 
puter user. Iy‘ 

In 1998, it seems likely that the keyboard and the mouse will pr 

remain the two most important computer input technologies, but un 

resellers should be aware that the keyboard, and more especially, the gu 
mouse, will change significantly, and will face competition for buyers' tht 
dollars from other, often rapidly developing input devices. act 

Person-Machine Interface nu 

What drives the development of new PC input technologies is a never- gft 
ending pressure for more productivity, simplicity, and healthy opera- 
tion of computers by their human users. The more widespread com- cq 
puter use becomes, the more this demand for bet- jnj 
f ., ter input devices will increase, and the more new 

/ products will be offered to resellers. The question p|j 

•' is. which input technologies will find a receptive 

r* ^ market, and offer sales and profit potential for (r 
^ resellers? Opponuniiiss for resellers to 'up.seir jg; 
customers to new input devices will only be real- jjx 
ized if those new devices actually offer substan- 
tial end user advantage.s. Consider ‘input' from El 
point of view of the end-u.ser controlling the Mi 
operation of a PC. In most cases (but, as we'll tur 
see. not all cases) this excludes input devices that pa 
grab pictures or data, such as scanners, video dig- an^ 
. , itizers, and audio digitizers. ha 

--.35^ Tbc art. science and business of the person- di* 
•WfflrrrWiBr'SiiSiB machine interface is a key pan of computing, and sci 
one that is too often taken for granted by PC end-users and resellers. ex 
This lack of awareness of the importance of input technology has inj 
deep historical roots. Originally, the assumption was that using a com- me 
puter was a highly technical specialist function. Engineers, systems 
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understood the Ian- 
guages of the computers 
they used, and they could 
actually visualize the oper- 
alions of Ihe programs 
running on their comput- 
ers in their own minds. They interacted with the computer via switch- 
es. flashing lights, and punched tapes or punch cards. Today's average 
computer user often has little or no understanding of the inner work- 
ings of PC hardware and softw are. and basically wants input device.s 
that are as simple to use as a typewriter, a VCR controller, or a CD 
player. 

In the early 1990s. a flood of repons of Repetitive Strain Injury 
(RSI) associated with keyboard and mouse usage prompted an urgent 
search for new. better input technologies. This resulted in some new 
models of keyboards and mice on the market. 

Ergonomic Keyboards 

Microsoft released a significantly redesigned keyboard in 1994, fea- 
turing a hoomerang-iike. sloped keyboard layout, with a generous 
palm rest. This is supposed to allow users to work more comfortably, 
and cause less stress on tendons and muscles in the wrist, forearm and 
hands. Other companies have followed the Microsoft lead: Canadian 
distributor Comtronic offers an Acer ergonomic keyboard. Cost-con- 
scious resellers and consumers may try to improve the comfort of an 
existing keyboard through a separate padded palm rest, and by a slid- 
ing keyboard tray which allows the keyboard to be mounted at a lower, 
more comfortable height on a computer table. 

At Comdex/Fall, Microsoft launched the Microsoft Natural 
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Keyboard Eliie. successor lo the Microsoft Natural Keyboard. It offers 
a smaller footprint, and a USB-compalibility option. 

One alternative form of keyboard, the Dvorak model, had a dif- 
ferent arrangement of keys than the standard QWERTY keyboard lay- 
out, which was derived from the standard typewriter keyboard. Dvorak 
boosters claimed that the more intuitive layout of the Dvorak keyboard 
enabled up to 1 0 to 25 per cent faster keyboarding than QWERTY, but 
even if these claims had substance, end users were not convinced, and 
the QWERTY keyboard rules supreme. 

Ergonomic Mice 

The original Apple Mac mouse looked a lot like a bar of soap, with a 
single button to click fur making .selections. Manufacturers soon began 
to create mice that were belter molded for the shape of the human 
hand, and which offered two. three, or more buttons for more flexible 

Microsoft introduced a gently curved mouse which is the most 
popular in the North American market, and other innovative mouse- 
makers such as Logitech and Genius have introduced a wide array of 
variously shaped mice, mice with trackball capability, wireless mice 
(mice lacking a Tail.' or cord, which communicate with the PC via 
infrared or radio frequency transmissions), multicolored mice, and so 
on. The bigge.sl innovation in mice for 1998 are the ‘scrolling and 
zooming' mice, which take advantage of features in the Windows 95 
and Windows NT operating systems to speed up scrolling and zoom- 
ing. by using a scrolling wheel (commonly liKutcd between the two 
buttons of the Window mouse), and a zooming button (commonly 
located on the side of the mouse where it can be operated by the user's 
thumb). The market's response to these latest mice i.s yet to be seen. 
They are especially useful for navigating large Web pages, graphics 
screens and spreadsheets, but they also cost anywhere from $ 1 5 to $70 
more than a regular economy model of mouse, and may not be attrac- 
tive to price-conscious and first-lime PC buyers. 

At Comdex, Microsoft anounced the InielliMouse TrackBall — 
a trackball to incorporate the IntelliMouse navigation wheel. 

Touch Screens 

The traditional (ouch .screen is a pressure-sensitive film (hut is applied 
to a monitor screen, and which usually connects to the PC via a serial 
cable. Touch screens are widely used for interactive information 
kiosks such as are often found at trade shows, or in some banks, 
schools and training departmenUs, The advantage of a touch screen is 
that it allows a user to input selections to the computer by touching an 
icon on the monitor screen, avoiding much of the training burden of 
using a regular computer operating system. The downside of touch 
screens includes high hardware cost (usually several hundred dollars 
for custom installation), maintenance and support (touch screens can 
be damaged, or their cables become disconnected), and the need for 
specialized applications software. Also, some users have trouble oper- 
ating touch screens (pressing with the fleshy ball o1 the fingertip may 
not result in effective input, depending of the sensitivity of the screen 
surface-users may need to press with a fingernail lip). 

Pen Computing, Handwriting Recognition, 

And Handheld Computing: 

The traditional touchscreen may have retreated to a smalt specialist 
market, hut touch input has experienced a huge resurgence due to (he 
introduction of hand held computers with touch sensitive LCD 
screens, such as the Apple MessagePad and eMaie .1000. the 3Com 
PaImPilol, and the Windows CE handheld PCs. With these devices, 
input can be done either from a very tiny keyboard, or directly into the 
screen with a special stylus. Most of the handhelds offer handwriting 
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recognition, so the user can write on the screen in a manner similar to 
drawing on an old Eich-A-Skeich. and the handheld computer's .soft- 
ware will (theoretically) convert the user's handwriting into computer 

Tablets 

One of the mttsl natural ways people recorded infonnulion in the days 
before computers was by drawing or writing with a pen. A keyboard is 
a very poor drawing tool (Some of us remember 'drawing' with cursor 
keys and keyboard mticros on a Canadian Telidon system around 
1978). and even a mouse is much clutasier than a pen or pencil. The 
desire to allow for intuitive pen input into computers has spawned a 
great many tablet-style peripherals. Sume tablets are huge (up to 20 by 
20 inches, and cost thousands of dollars), while others are tiny (as lit- 
tle as four by five inches, at less than SICK)). The main applications are 
in graphic arts, computer-aided de.sign, 2D and 3D animulion. archi- 
tecture, and various other industrial, scientific and design specialties. 

Wacom is the undispalcd leader in graphic arts tablets. Wacom 
has recently developed a model of a tablet where the tablet surface is 
actually a full color LCD display. Drawing on this tablet with the help 
of u program such us Fractal Painter is uncannily like drawing and 
painting on a canvas with traditional artistic media. 

The Perils Of The Pen 

Bill Gates, who is rarely wrong, was for many years a great booster of 
pen computing, believing that the advantages of handwriting recogni- 
tion (users don't have to learn to type. PCs could do without key- 
boards. handheld PCs would become more u.sable) meant thiit it was 
inevitable that pen input would become a huge market. But here. Bill 
was wrong, at least for now. 

For easy text input, u full-sized keyboard is far more productive 
and comfortable than pen input. Handheld devices such us the 
PaImPilol are intended for very minimal text input, and the ‘words- 
per-miiiuie’ text input .speed on a PaImPilol is a small fraction of what 
it is via a proper keyboard. 

Fujitsu has carved out a lucrative niche for itself with its handheld 
Stylistic PCs. but the Stylistics also are intended for mobile applica- 
tions where text input i.s modest in volume. Most applications 
designed to run on a Stylistic handheld computer are designed to he 
controlled by pressing icons, rather than entering text. And. of course, 
the Stylistic has a keyboard port if 'real' text input is required. 

Wacom Technology Corp.’s UllraPcn is the industry standard for 
professional drawing, painting and image editing on a computer and 
are used by more than 500.000 professional artists and illustrators 
worldwide to paint and draw with the same nat- 
ural freedom and creativity as they are used to 
doing with traditional paintbrushes, pens and 

Wacom has released the PenParincr 
UllraPen and Tablet, oflering computer drawing, 
photo editing and pointing for less than SKK). 

The cordless product provides 256 ievel.s of pres- 
sure — so the harder the user presses the pen on 
the tablet, the thicker or darker the effect becomes. 

Joysticks and Gamepads 

Some interactive computer software, especially games where comput- 
er generated characters inivcl around a digital 'landscape' — explor- 
ing. fighting. Jumping, driving, and even flying, require a more 
dynamic, quicker reaction form of input than a mouse or a keyboard 
can offer. One of the most common input devices for interactive 
gaming is the joystick, which is named after and derived from the 




cunirul .stick in 
an airplane. The 
joystick generally 
attaches to a computer via a 
serial cable, and most joy.sticks come with their own driver software, 
and an array of buttons to allow the user to activate game features such 
a.s shooting, jumping, and touching. Moving the handle of the joystick 
allows the user to move the character or look around- The latest joy- 
sticks all feature ergonomic design, with the handle of the joystick 
molded to a human hand's I'onn, and various kinds of 'force feedback' 
to give a more realistic user experience. For example, a force feedback 
joystick may 'fight' the user's attempt to bank a simulated aircraft or 
maneuver a car at high .speeds, and may vibrate when the user is 'fir- 
ing' a weapon. Game pads are control devices also usually intended 


The People Who Invented The Usable PC 

Xerox Inc. is the originator of the usable PC. That company operates a 
research facility in the San Francisco region called the Palo Alto Research 
Center, or PARC. In the late 1970s and early 1990's, some very creative peo- 
ple at PARC invented or refined all the essential components of the mod- 
ern person-machine interface: windowing operating system, pull-down 
menus, icons, and pointing devices to supplement the keyboard. Xerox's 
senior executives had not the faintest idea of the potential market for the 
company's input end display technology: they figured putting it into a 
$100,000 word processing system for 'the girls In the typing pool' might be 
worth trying. 

They didn't even patent many of their input technologies. It may have been 
out of utter frustration that PARC employees welcomed other computer 
industry players to visit their lab and see what they had invented. 

Steven Jobs of Apple Computer was one of the visitors, and as soon as he 
saw Xerox's revolutionary concepts, he hired various Xerox people, and 
quickly developed the (unsuccessful) Lisa PC. followed by the famous 
Apple Macintosh. Ease-of-use was a critical part of Jobs' vision of 
humane computing. In order for computing to be for everyone. It had to be 
as easy and pleasant as possible. The Mac showed the way for the com- 
puter to be a trufy universal produce and helped spawn the exponential 
growth in computer use that continues to this day. 

Sill Gates copied manyofthe Ideas Jobs had borrowed from Xerox, and as 
Windows took off in popularity, the mouse became a normal peripheral on 
the Windows PC. 

For those with a special interest in Computer Human Interface develop- 
ments, a special interest group of the Association lor Computing 
Machinery |ACM) maintains a good Web site IhttpJ/www.acm.org/sigchi/) 
on the latest Issues in improved input technology. 

Today, one of the most productive centres for the development of new 
computer input devices is the University of Toronto's Human Computer 
Interaction Group. One of whose directors is Bill Buxton, a world expert on 
input technologies (htip://www.dgp.toronio.edu/HCI/hcip.htmll. 
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for interactive games, where the user grips the device with bolli hands, 
and manipulates buttons to control movement around 
the game, and to initiate specific actions. 

Voice Recognition 

In 1997, improvements in voice recognition software 
and in the processing power of computers combined to 
bring true, natural voice-to-iexl dictation to the PC. 

IBM’s Via Voice .software allows u.sers of a .suitable 
Window.s PC (with at least a Pentium 166MHz processor and 24MB 
or more of RAMi to dictate text into Microsoft Word or Lotus Smart 
Suite, or control the Windows user interface by voice. Apple, which 
was the leader in voice recognition technology for awhile in Ihe early 
1990-s. has fallen behind in this field. 

IBM also offers some of its less fully featured voice recognition 
software, such as Simply Speaking Gold, for use on less powerful PC 
configurations. IBM's various voice input software titles sell for 
between $50 and $140, depending on features. Lotus is offering a ver- 
sion of Via Voice bundled with its Smart Suite business software .suite. 
High powered new natural speech recognition software is also offered 
by Dragon and Kunzweil, two of the other traditional leaders in the 
voice recognition field. 

Resellers should be aware that in addition to selling voice recog- 
nition software, there are opportunities to also sell the accessories and 
peripherals that enhance voice input. These range from more RAM 
chips, to increased speed and custom vocabulary usage, lo belter qual- 


ity microphonc.s. headsets, audio cards and speakers. 

Trackballs, TrackPoints and Touchpads 

Although the mouse is the undisputed chump of pointing 
devices, people keep trying to replace it with a variety of 
alternatives, some of which have noticeable advantages. 
7716 notebook computer has been the test-bed for a lot of 
would be mouse replacements. Very often, a mobile com- 
puter user has to work on the go, and carrying and attaching 
a mouse every time he or she stops for a moment to write a note is not 
convenieni- 

Because of this, all notebooks have a built in pointing device. The 
TrackPoinl style cursor controller li>oks like the end of a pencil eraser, 
stuck between some keys in the centre of the notebook's keyboard. 
IBM is Ihe originator of the TrackPoinl, but the concept has been 
widely copied. Resellers should beware of any non-IBM irackpoint- 
like devices, as they may be less durable, and may have much less use- 
ful driver software than Ihe name brand version (Toshiba offers excel- 
lent TrackPoinl ‘clones'). Good TrackPoinl software has been careful- 
ly designed to suit normal human finger movemeni and motion per- 
ception, based on hundreds of hours of careful observation of typical 
u.sers. Poorly written Irackpoini .software results in a trackpoinl that is 
hard lo control, often speeding up cursor movement ton quickly and 
overshooting the point on the screen that the user was aiming for. 

Trackballs were a common competitor to Ihe mouse in the early 
days of windowing operating systems, but have been pretty much 
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superseded by other devices, except in some specialty gaming and 
other applications. 

Touch-pads alternatives on notebooks arc commonly about one- 
and-a-hair inches by two inches in size, and arc located on the palm 
rest at the front of the computer keyboard, where the user can control 
the cursor’s location by lightly moving a thumb around on the touch- 
pad surface. The major disadvantage of the touch-pad, is that it’s too 
easy for the user, especially if tired, to let their thumb droop down and 
accidentully touch the pad surface, causing the cursor to jump away to 
some unintended location on the .screen. Cirque is one of the main 
innovators of touch-pads. 
Standalone touch-pads that 
connect via a serial cable, and 
keyboards for desktop comput- 
ers with touch-pads built into 
the keyboard, are available, but 
they have not attracted a large 
number of customers. 

Automated Data 
Entry Devices 

For the commercial, govern- 
mental, medical and industrial markets, there are many input devices 
such as barcode readers and laser scanners that can be used to capture 
information for quick input into computer databases or other applica- 
tions software. Many of these are portable or even ’wearable' devices. 

Wireless and Infrared Input 

Wireless input allows the possibility of ’roaming’ use. where the user 
can be inputting text or mouse commands from any point in a room, a 
presentation theatre, or even a large building. Wearable keyboards are 
available, and one particularly interesting wirele.ss device is a Philips 
wireless trackball and microphone, which allows the user to control a 


cursor and input speech, either for voicemail recording or speech 
recognition, from u considerable distance from their PC. 

Logitech has announced an exciting new ‘wireless desktop,' fea- 
turing a wirele.ss keyboard and mouse. With the combination of users 
wanting to surf the Web from their couch, using a large formal TV as 
a display, plus the simpler device in.scallation of Windows 95’s Plug 
and Play, wireless input devices may experience a renaissance in 1998. 

Children's Input Devices 

Because very small children commonly are still developing the fine 
motor control and literacy skills necessary to use a keyboard and 
mouse effectively, they may benefit from specialized children’s key- 
boards and software. One example is My First Keyboard from RF- 
Link, a colorful, simple to use. ‘peanut-butter proof’ keyboard for chil- 
dren ranging in age from I 1/2 lo 5 years. 

Special Needs 

A certain portion of the population is prevented from using regular 
computer input devices due lo some form of disability, such as blind- 
ne.ss, or restricted or no use of hands or arms. A wide range of specialty 
input devices include special keyboards, to voice recognition, breath 
activated or eyeball tracking, or biink sensing devices. Sighiles.s key- 
boarding is made possible by software that speaks the typist’s words, 
and allows them to detect and correct errors. The market lor ihese 
kinds of input devices is more a labor of love and social obligation 
than a quest for profil. Nevertheless, much useful knowledge has come 
out of Ihis sector of ’social computing.' It's worth remembering that 
the invention of the telephone was largely driven by Alexander 
Graham Bell’.s long involvement in learning and serving the needs of 
the hearing-impaired. ™ 

Jeff Evans is Associate EJiiorfor Canadian Compuler Wlwlesaler. He 
can he reached a! jeff@tcpon.com. 



The Weird And The Wonderful Side Of Input Devices 


Tiere's no lack of imagination in the input device game. Nearly every imag- 
inable way fora human userto interact with a computer is being tried. Here 
are some of the more interesting ones. 

Virtual Reality-Head Tracking, Data Gloves And Body Suits: A few years 
ego, 'Virtual Reality’ was all the rage: a technology that used head-mounted 
video displays to give the user the impression of being in a realistic, interac- 
tive computer environment. The user changed the visual display by moving 
their head; motion-tracking equipment in the headset Instructed the com- 
puter to re-draw the scenery to match the changing view of someone mov- 
ing about in a real space. Data gloves and body suits were developed to 
allow the userto seem to run, fly, swim, drive, and use imaginary tools, musi- 
cal instruments and weapons in the 'virtual world.’ The drawbacks were 
ferociouslv high cost, complexitY, and lack of compelling software applica- 
tions. Virtual reality input technology has made it to the consumer entertain- 
ment level, in the form of simplified data gloves and head mounted displays, 
but VR’ has still failed to take off as a mass market. 

However, input technology for training simulations Is part of a multi-bil- 
llon dollar global industry, where PCs are becoming increasingly common as 
Windows NT and high-powered Intel and DEC Alpha-based workstations 
bring costs down to much more affordable levels. 

Biometrics: This is a field of person-machine interface where computer 
devices allow the userto employ biological data to gain access into a secure 
computer environment. For example, the BioMouse from American 
Biometrics allows a userto place his or her finger onto a sensor, in order to 
gain entry to a computer system, ore computer controlled facility. Other bio- 
metric systems using voiceprint or retinal scan, or face recognition tech- 
noiogy also exist Aside from the BioMouse, all the other existing biometric 
technologies are too unreliable, expensive and difficult to maintain to find 
much of a market outside of scl-fi and espionage movie thrillers. 


Vivid's Mandala, And Geslure Input: One of Canada's notable success 
stories in the field of Innovative Input technology is the Mandala, an ‘immer- 
sive’ form of virtual reel’ity, where a live user's video image is inserted into a 
computer generated environment Users can play games, operate musical 
instruments, lighting systems or other devices, or appear in 'virtual meet- 
ings’ with other Mandala users anywhere on the planet Vivid has sold hun- 
dreds of Mandala systems around the world, to users ranging from 
Japanese theme parks, to museums, to the Smithsonian Institute, to TV 
shows. The Mandala was inspired by its Inventors' interest In creating a ges- 
ture input device that would enable disabled people to Interact with com- 
puters, w'rth both practical and therapeutic applications. 

Brainwave Control: An American university researcher has developed a 
simple but effective flight simulator chair controlled by brainwaves. Using 
bio-feedback, a user can learn to generate specific brainwave patterns that 
can be sensed by the simulator and interpreted as commands to maneuver, 
or change speed. 

Computer input of words or pictures from brain scanning is, fortunately, 
still in the realm of fantasy. 

Eyeball Tracking: Soma computerized military weapons systems, and 
psychological measurement systems, can track the directions that a user is 
looking. In military systems, this allows a pilotto aim by locking at the target. 
The computer then locks on to the target, and the pilot can issue the com- 
mand to fire, and look elsewhere while the computer directs the weapon to 
Ure target. In psychological measurement systems, a test subject is shown a 
picture (say, of an advertisement, or a movie starl, and the eye tracking sys- 
tem records whore the eye is focused, and for how long. This gives very use- 
ful information about what a viewer is actually attracted to, and interested in 
Imen tend to stare at a pretty woman In a picture, and then verbally claim 
that they were reading the advertising slogan). 
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R emember when you were a kid, and learning meant plowing through 
the pages of a bookshelf-long row of encyclopedias? And fun meant 
gelling outside to bicycle, play ball, or build forts? Remember the 
wrench of moving from one to the other? 

Well, that wa-s then — this is now. What's changed — besides die 
almost certain addidon of a few grey bairs and a number of extra pounds — 
is that the distance between fun and learning has become minimized. In fact, 
in many instances, it's hard to distinguish the two. 

Welcome to the world of edutainment. It’s a clumsy term (a common 
idiemate, infoiainmeni, isn't any better) but it points directly at one of the 
category’s greatest strengths — that fun and learning can be had at the same 
lime. Best of all, that goes for adults as well as kids. 

Though advances in computer hardware often gel the media’s attention, 
it’s what those advances let the end-user do that drive markets. Faster proces- 
sor speeds, laiger memory capacities, and the availability of alternate media 
are only some of the technological boosts that fuel increased PC u.sage. And. 
people being what they are, that means that the good stuff on software isn't 
all in Ihe realm of business databases and graphic word processors, but also 
in the realms of ftin and learning. 

Multimedia encyclopedia.s offer an excellent example. Gone are the 
days of pages of densely-packed text and the occasional color photograph 
(both probably a couple of years out of date, given the realiries of print-based 
publishing). 

The Brave New World of Encyclopedias is typified by such offerings as 
Microsoft's Encana 98. which brings the user up-to-lhe-minuie content — 
and then some. The Deluxe Edition of Encarta 98 (which is available on store 
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shelves now. and retails for 
$109). includes more than 
32.000 articles, plus more 
than 16.000 media ele- 
ments (photos, sound and 
video clips, maps and 
charts). Those advances 
in computing technology 
we mentioned earlier 
are used to offer, 
among other features. 360“ 
virtual tours, which give the user panoramic 
views of places like Istanbul's Blue Mosque. 

The modern world lives by interconncctivity. and Encana 
answers the need. 10.000 built-in Web links allow Encarta users to 
move from the CD-ROM based encyclopedia to online exploring and 
back again with only a click of the cver-familiar mouse button. 

For all the contemporary bells and whistles, multimedia doesn't 
mean leaving the tools of the pa.st behind. Encana 98 presents back- 
ground to anicles us Sidebars, so that users can examine primary doc- 
uments, letters written by people cited in the article text, and first-hand 
accounts of historical events. Content, navigation, and eye-pleasing 
graphics arc the name of the game. 

An offering that will appeal to many Canadian buyers is 
McLcllan and Stewan's Canadian Encyclopedia 98. It offers all the 
bells and whistles of a quality multimedia encyclopedia, but with con- 
tent created especially for Canadian users. The level of articles is 
appropriate for all users, from grade school essayists to adults search- 
ing for background about the Canadian arts scene. Better still. 
Canadian Encyclopedia has been a best-seller in recent years, and 
early sales of the 98 edition suggest that the pattern will be repeated. 

While encyclopedias will always have a ready market, it's sales 
of multimedia games that have gone through the roof. One reason is 
(hat, with more computing power and enhanced hardware, computcr- 
ba.sed gaming just gets more awesome — graphics, sounds, and con- 
nectivity can mean more than life itself to a dedicated gamer. Another 
is that gaming is no longer the preserve of the teenage male. “What's 
most surprising." says Bruce MacDonald, product manager of enter- 
tainment for Beamseope Canada Inc., a major Canadian distributor of 
multimedia products, "is that the market isn't about kids' games any- 
more. We're looking at a huge installed base of users who have grown 
up with games, and who have established a worldwide gaming com- 
munity. We're seeing the emerging 'collectability' of game software, 
as well, as an Intemei-bascd community where the latest game news, 
patches, and levels are discussed.” 

Some multimedia games are at the interactive leading edge, 
where players of games like Quake and Battle Tech often play oppo- 
nents on-line via the Internet. To appeal to those whose blood runs u 
little more slowly, toy maker Hasbro is marketing multimedia ver- 
sions of traditional board games such as Scrabble, Yahtzee and 
Clue. 

Where multimedia shines, though - - and where the fun 
and the learning come together like the contents of a kid's 
lunchbox — are in products marketed for younger chil- 
dren. Some of these are prtxJuced by the big names in 
children's entertainment, such as Disney's new 
Winnie the Pooh Learning Series and Aladdin 
Math (featuring the voice of Robin Williams), 
both of which build on the success of its 
recent cartoon offerings, and Maiiell. 
which has four new titles in its Barbie series 


of software. Knowledge Adventure continues to succeed with the 
Jump Start series, which has multimedia packages for children from 
kindergarten through toddler and pre.school stages to the Grade .‘i level. 
And a new company called Purple Moon focuses on girls aged 8-12, 
responding to complaints from parents that computer software for this 
group was lacking. 

Technology pushes the envelope for both Maiteil and Microsoft 
offerings — both Mattcll's Talk to Me Barbie and Microsoft's Barney 
Aciimales product lines combines the traditional "doll" with comput- 
er software, voice recognition tools, and rc connectivity. In Barbie’s 
ca.se. an infrared chip in the doll's necklace allows u mea.sure of inter- 
activity between the doll and the user, which the user being able to ask 
questions and the doll to respond. Barney, according to Natalie 
Tehrani, marketing manager. Interactive Media group. Microsoti 
Canada, interacts with the user a.s a standalone product, via a VCR/TV 
connection, or via a Windows-equipped PC. "All the possible interac- 
tion with Barney has been based on extensive research by experts in 
early ehildhood education,"' -says Tehrani. “so that the child gets rein- 
forcement for activities like shape recogni- 
tion. counting, and reading. And the benefits 
built-in to the Barney Aciimates line build on 
the technology's abilities — the 2.<XX) word 
vocabulary in the standalone Barney grows to 
4,000 words with the VCR/TV plug-in, and to 
I4,(X)0 words with the PC plug-in." 

For those who just can't gel enough — 
and who want to combine t'un. learning, and a 
caring environment — the way to go is prob- 
ably a new product by Bandai Digital Entertainment, the folks who 
gave the world the Tamagotchi "virtual pet." If having a Tamagotchi 
on your key-chain wasn’t enough, you can now have one on your 
desktop system. A new Tamagotchi for the PC. bused on CD-ROM 
technology and available in Canada in November, can be yours for 
only $23.99. A major advance on its key-chain cousin is that the 
Tamagotchi that lives in your PC will have u "virtual care centre" you 
can choose to send it to when you have to shut down your system to 
the real world. 

Now. who ever said computers weren't fun? 

^lliin Tli\vails is a Toninlo-hasfiJ jourimlisl. He can be n-ached a! 
nomad((ypraxcomm. com. 
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Holidays 

Know your market: 

It's budget-conscious, 
but technology-hungry! 


by Sieve Halimla, Tim Binglium-Wullis and Jazz Bliooi 


€ 



N ext to the TV set (or maybe in place 
of it. if you value learning, fiin, and 
productivity over passive viewing), a 
PC is today’s all-around family emeriainmenl 
centre. Parents cun work at home and handle 
family finances; kids can gel homework 
done; and everybody can roam the Internet 
and enjoy g retil games. 

The trick for the con.sumers is gelling 
the most PC for the dollar. Multimedia lilies 
demand even more horsepower from comput- 
ers Ihiin do today's heavyweighl office suites, 
and most homes don’t have an Ml.S budget; 
parents have to pay for piano lessons, and 
growing children need new clothes. 
Fortunately, many mail-order vendors offer 
good deals on bundles that include slacks of 
family-oriented software. These are some of 
Ihe hesi bargains in the direct channel. 

The Demands Of Home 

Following lacklustre '96 holiday sales, manu- 
facturers and vendors are eager for the multi- 
media capabilities embodied in the next-gener- 
ation Pentium to snap consumers out of their 
upgrade doldrums. Much has rested on die 
success of Intel’s new MMX-enabled chip. 
The excitement comes from the new chip's 
multimedia extensions (MMX). TTiese addi- 
tional capabilities speed up graphics, sound, 
animalion and .'?D rendering — all the things 


that make computers really cool. The new chip 
has forced changes in the industry. Software is 
being rewriuen to take advantage of the new 
technology. While users will sec some reason- 
ably good acceleration of programs without 
new sofiwim;, Ihe killer benefits will come 
when code is optimized for MMX. 

In plenty of time to snag the aiieniion of 
even the earliest holiday shoppers, three per- 
•sonal computer giants recently look the wraps 
off their latest lines of consumer PCs. 

Hewlett-Packard Co.. IBM Corp. and 
Compaq Computer Corp,. which .sell millions 
of personal computers to Ihe business sector 
each year, have descended on the home com- 
puting market with an impressive array of 
products designed to establish new standards 
in power, speed and multimedia capabilities. 

Sales Extravaganzal 

Fueled by the popularity of graphics and 
video-enriched CD-ROMs and Ihe lure of 
cyberspace, the consumer PC market has more 
than tripled over the past year. According to a 
survey conducted by Dataquesi. a San Jose. 
Calif.-ha.sed research firm, worldwide sales of 
multimedia PCs exceeded 10 million units in 
1994. up from 2.,S million in 1993. Industry 
insiders and analysis are projecting even high- 
er sales in the future. 

Steve Harmon, senior analyst at Mediu.- 


Net Analytics, a Pebble Beach, Calif., 
research firm, esiimules that 22 million U.S. 
households will have multimedia personal 
computers by the end of 1996. That figure 
represents about 23 per cent of homes in the 
U.S,. says Harmon. 

Computer giants arc looking to increase 
the size of their respective slices of the home 
computing market, which has been dominat- 
ed by Apple Computer Inc. and Packard Bell 
for the past few years. For consumers, the 
cfl'orts of HP. IBM and Coinpai) mean that 
their money will go further this year than it 
ever has in Ihe past. Holiday shoppers will he 
able to choose from a staggering number of 
personal computers that will ofl'er unprece- 
dented performance for roughly the same 
price as last year’s models. 

Consumers won’t be the only group to 
prosper from this new wave of multimedia 
.systems. By seeding the home market with 
stalc-of-ihe-art hardware, other segments of 
the computer industry .should benefit us well. 
The powerful new components that charac- 
terize all three product lines should open up 
new opportunities for multimedia software 
developers and service providers. 

In conclusion, vendors should really 
focus on marketing multimedia systems that 
incorporate MMX and fits the average holi- 
day budget. 
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TOn/IORROW IMOWI 



COMTEX proven over 15 years 

Created over 15 years ago by visionary entrepreneurs quality is still the driving force at COMTEX. Through 
innovation and uncompromising attention to detail the COMTEX team consistently exceeds the high standards 
their customers have come to expect. As technology moves into the next century COMTEX continues to antic- 
ipate tomorrow’s needs featuring a constantly updated and imaginative line of computer systems, peripherals 
and accessories. "Tomomownow!" is what the COMTEX team stands for and that standard is reflected in the 
innovative systems available for you right now. 

SERVICE AND SUPPORT 

"Servioe nowl " That's what you'll get with COMTEX. Immediate service and technical support provided by our 
network of trained technicians and authorized service centres. 

TECHNOLOGY 

"Tomorrow now!" AT COMTEX innovative technology using the finest components manufactured to the high- 
est level of precision produces the systems you'll be using tomorrow ... but they're ready for you now. 

GUARANTEED 

Technical excellence and the highest standards of quality control have led to our superior reliability. These are 
backed with a no nonsense THREE YEAR warranty on parts and labor. Quality, the key force at COMTEX. 


Check DUR web page A'T: HTTP//WWW.CaMTEXMldRD.GOM 



COMTEX MICRO §Y§TEM INC. Web Site: hiip://uA\'\v.co(mexiiiicro,com Email Address: siiles@coiiiiexmicro.com 

Head Office #100-13751 Mayfield Place, Richmond. British Columbia, Canada V6V 2G9 Tel: (604) 273-8088 Fax: (604) 278-2818 

BranchOfficc #7-3610 29th Slreet N.E„ Calgary. Alberta, Canada TIY 527 Tel: (403) 250-3386 Fax:(403)250-8092 


Email Address: sales@coiiitcxmicro.c( 


Tel: (403) 250-3386 Fax: (403) 250-8092 


Call your Comtex Sales representatix e today. 





LAB TEST 


Darius 

Suggested Belail Price: S2,030 
Street Price: $2,000 
Reseller Price: $ 1 .720 
Reseller Authoriiation: Yes. 

Volume Discounts: 

Discounts are available to resellers who deal with educational 
institutions or corporate employee purchase plans. 

Demo Unit Availability And Restrictions: 

Limited to one demo unit per reseller at five per cent off regular 
re.seller cosi. 

E-mail: darius@istar.ca 

STD CompuPartner 

Street Price: $ 1 ,699 
Service Depots: 

Allanlic — Dartmouth. N.S. 

Quebec — Montreal. 

Ontario — Toronto, London, Ottawa. 

Manitoba — Winnipeg. 

Saskatchewan — Regina. 

Alberta — Edmonton, Calgary. 

B.C. — Vancouver. 

Volume Discounts: Yes. 

Reseller Price: $1. 688 
Editor's Notes: 

This was the only system which used a chipset other thiui the 
popular Intel 430TX found in nearly all other systems. This par- 
ticular machine used the VIA VP3 chipset on an Epox mother- 
hoard. The CPU was a 233 MMX processor, and wa.s backed by 

Suggested Retail Price: $2,492 
Volume Discounts: No. 

Editors’ Notes: 

The Pre.sario 4528. is not only easy on the eyes, but offers some 
innovative features. To start, the CD-ROM drive does not have a tray 
which holds the CDs. Instead, the user inserts the CD about one or 
two centimetres into the drive slot, at which point the drive senses 
the CD and pulls it in the rest of the way. This machine is powered 

Daiwa 

SrfewPnce.$l,949 
Reseller Price: $ 1 ,835 
Volume Discounts: Yes. 

Editors' Notes: 

Powered by the latest Intel Pentium 233MHz MMX processor. 
512KB of pipelined cache and 32MB of SDRAM, this machine 
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Editors' Notes: 

Using the latest 430TX chipset and 
512KB of pipelined Level-2 cache 
and 32MB of SDRAM, this 200 
MHz MMX system offers good 
overall performance while maintain- 
ing a fairly modest price tag. It 
includes a 3.5GB hard drive from 
Fujitsu, an S3 ViRGE video card with 
2MB of EDO RAM onboard, a Panasonic 
24X CD-ROM drive, a Creative Labs Sound 
Blaster AWE64. and a 33.6Kbps modem from U.S. Robotics with 
voice and speakerphone. 


o 



Editors' Notes: 

The machine has a Intel 233 MMX 
proce.ssor. 512KB of pipelined cache 
on a QDl motherboard, 32MB of 
EDO RAM. and a Matrox Mystique 
video card with 4MB of SGRAM 
onboard- which helped this system 
achieve the second fastest overall score, 
as well as in the desktop graphics portion 
of the benchmarks. It has a OPTI 93 1 M-3DS 
sound card and a Panasonic 24X CD-ROM drive. 


64MB of SDRAM. Storage comes in the form of a 2.6GB Fujitsu 
hard drive. 

The video subsystem in this machine consists of an ATI 
Xpert@Play card with 4MB of SGRAM onboard. Multimedia 
components include a 24X CD-ROM drive from NEC. and 
Creative Labs Sound Blaster 16 sound card. 


by a 233MHz MMX processor. 256KB 
of pipelined cache. .32MB of SDRAM, 
a 3.2GB hiud drive. 24X CD-ROM 
drive, an S3 video card with I MB 
onboard, a 56Kbps voice/fax modem 
and a JBL 3D Virtual Theater sound 
system. The overall performance was- 
n't what it should have been, due most- 
ly in part to the video card. 



managed to achieve a decent overall score on our benchmarks. It 
includes the new ATI Xpert@Play with 4MB of SGRAM (with a 
games bundlel to the Panasonic LS-120 drive. Multimedia acces- 
sories include a 24X CD-ROM aLso from Panasonic, a Sound 
Blaster AWE64 sound card and a pair of multimedia speakers. 
Storage needs arc met with a Quantum Fireball 3.20B drive with 
Ultra DMA support for maximum performance. 



LEGEND *001 = Non-stop Innovation 
Motherboard Manufacturer 


P6I440LX/DP Legend IV 



Chip 


On Board LAN 
10M/100M Port 

• LAN lOWlOQM Cnip 


4 X DIMM up to 
51 S MB SOAM or 
1 GB EDO DRAM 


NS I/O Chip 


Available far Intel 440LX chipset matherboard 



Legend I Legend II Legend III Legend V 


LEGEND-QDf 

HtgK-End Molherboord Solvllan 


iTfcenBBtaivI 


KUinUAiirEK:9nC0Mn(nilICMIUI>),MC. 7SSMUlC«tl.Ulllt<,MirUln.Mlt».UIt9n Fu1-«S-94IS709 

miCOIIfiniRIVUCOOWn.lK. Uill4,1J5SSCr»il»mn»n.HlehB0ii(,B.E.C«iMiWVSG2 W1-«M-27967M Fa l-eM27J»H 
MICWroraiWHITIIEUt.W. 2M5H»lptn9iMl,SLUiii««.0»HK,H«1P»,CiMU Tel:1-514-33S6S11 F®: I-5H-3356S2 







LAB TEST 


Suggested Retail Price: *2.699 (wiih I.S-inch monitor) 

Volume Discounts: No. 

Demo Unit Availability And Restrictions: 

Units nrc uvuilahic in limited quantities. 

Editors' Notes: 

The machine offers an excellent balance of hardware, software and 
very competitive pricing on a llrst-tier machine. This unit consists 
of a 200MH/ MMX processor, 256KB of pipelined cache, and 
.12MB of .SDRAM. A 1.2GB hard drive is also found in the system, 
along with an ATI ID Rage 11+ video card with 2MB of .SGRAM 

Suggested Retail Price: $2, 1 50 
Street Price: 

Reseller Price: S i .850 

Reseller Authorizatien: Contact ALC Micro for details. 

Service Depots: 

Allaiuif — Halifax. 

Qiichec — Montreal. 

Onuiriti — Toronto. 

B.C. — Vancouver. 

Volume 0rscoun(s.' Yes. 

Demo Unit Availability And Restrictions: 

Demo units are available; contact ALC for details. 


f-mat/.' admin (Sialcmicro.com 

Editor's Notes: 

New to our Lah Test for the month of December is this system 
from ALC Micro, built with Acer components. Powered by a 
Pentium 231 MMX processor and 12MB of SDRAM, this system 
wasted no lime in making its mark. With the help of an ATI 
Xpert@Play video card with 4MB onboard and a Quantum 
Fireball 1.2GB hard drive with Ultra-DMA support, this machine 
managed to achieve a very impre.ssive score of 224 on our bench- 
marks. Also found in this machine are a 24X Panasonic CD- 
ROM drive, an A-Open 56Kbps voice/fax modem, a 16-bit 
AccrOpen AWISPro sound card, a desktop microphone and a 
pair of NEC multimedia speakers. 



onboard. A 16-bit ID sound system 
will enhance the multimedia experi- 
ence, and the 24X CD-ROM drive 
keeps video and audio clips flowing 
sntoothly. A 56Kbps Kllex modem 
is also included as part of this pack- 
age to get your customer on-line right 
away. On the software side of things, 
are Lotus .Sniart.Suitc 97. Netscape 
Navigator. PC Doctor, Crystal AudioStalion 
and IBM's AniiVirus. 


Mynix Mycomp 

Suggested Retail Price: S 1 .985 
Street Price: S\ .865 
Reseller Price: % 1 .685 
Reseller Authorization: 

Resellers must have a sales ofl'ice or retail store and at least one 
technician on duty. 

Volume Discounts: Yes. 

Demo Unit Availability And Restrictions: 

Demo for large dealers only. 

E-mail: Kleets’mynix.com 
Editors' Notes: 

From Mynix Technology comes this Mycomp system. Falling into 



the 200MHz MMX cia.ss of machines, 
this system achieved some good 
numbers on the benchmarks, 
although it encountered some prob- 
lems with the database portion of 
the tests. Other than that, all num- 
bers indicate this machine offers 
good performance thanks to the com- 
ponents found in.side the case. Tho.se 
components include 12MB of .SDRAM, a 
Quantum ST 1.2GB Ultra DMA hard drive, a 
Matrox Millennium II video card with 4MB of WRAM. a BTC 
24X CD-ROM drive, a USR Sportster 31.6Kbps fax modem and 
a BTC 1853L sound card. 


Suggested Retail Price: $2,305 
Street Price: S2.095 
Reseller Price: $ 1 .990 
Reseller Authorization: Yes. 

Volume Discounts: Yes. 

Demo Unit Availability: for large orders, 

E-mail For Channel Use: var-salest^fulii.nel 
Editors' Notes: 

The fastest system this month was this Ultinet machine — 


equipped with an excellent mix of components. Powered ; 
by an Intel 233 MMX processor, 512KB cache and 
64MB of high-speed SDRAM, this machine managed to Qgc g 
achieve an overall score of 23 1 on our benchmarks. With 
components like the Matrox Millennium II video card with 4MB 
ol WRAM. a Quantum Fireball ST 4..1GB drive, this system was 
already well on its way to achieving first place. To add the finish- 
ing touches to this system, we have a .Sound Blaster AWE64 sound 
card, a Panasonic 24X CD-ROM drive and a U.S. Robotics 
Sponsier 56Kbps fax modem. If your customers wtint the fastest 
Pentium system we ever tested, this is the machine to sell them. 
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Joystick 


Flat Bed ScaS 


Keyboard 

WITH 

Trackball 


Keypad 


Keyboard 


Microsoft 



fCC C€ @ 



Vishwat 
Comdax bootti 
#S4tf7 


Manufactured by 


Distributed in Canada 


by 


QTnoNix. 


QUMAX CORPORATION. 

1746 JUNCTION AVE. «. SAN JOSE, CA-95112. USA 
TEL- (408) 467-1888 • FAX. (408) 467-1880 
littp7/www.qlroni*.ooni • E-mail. qutiiax®qlroniK.com 


Oeu cow. Cirtftntnf Cal i. 


Siipercofvi 

Toronto TEL(905)415-1166 
Vancouvor T£L (604) 276-2677 
Montiea! TEL (514) 335-1166 
Nationwide TEL 1-800-949-4567 


Toronto TEL, (905) 888-3862 
Vancouver TEL. (604) 279-9908 
Calaary TEL. (403) 291-1688 
DaiDnouth TEL. (902) 468-9898 
Nationwide TEL 1-800-668-6188 


DAIWA 

Toronto TEL. (905) 940-2689 
Vancouver TEL (604) 244-9912 
Nationwide TEL 1-888-383-2492 


Home 



Compaq 

ALC Micro Presario 4528 

Compucon 

Comtronic 
Premium System 

Dec. 97 

STD 

CompuPartner Darius 


Pentium 233 MMX 


AMD K6-233 

Pentium 233 MMX 

Pentium 233 MMX 

Pentium 200 MMX 

rnrh/^ 

512KB pioeline 

256KB oiDBlIne 

612KB pipeline 

512KB Dioeline 

612KB pipeline 

612KB oioeline 

Chipset 

430TX 

430TX 

430TX 

430VX 

430TX 

430TX 

RAM 

32MB SDRAM 

32MB SDRAM 

32MB SDRAM 

32MB EDO 

32M6 SDRAM 

32MB SDRAM 

Video Card 

ATI XpertSPlay 

S3 

LeadTek L23O0 

ATI3DXDresslontPC2TV 

Matrox Mystique 

SSViRGE 


4MB SGRAM 

1MB EDO 

SMB SGRAM 

4MB SGRAM 

4MB SGRAM 

2M6ED0 

Monitor 

None 

None 

None 

None 

None 

None 

Sound Card 

AcerOpen AWSSPro 

JBL3D le-bit 

SB AWE64 

AcBrFX-3D 

OPTI 3D16-bif 

SB AWE64 

Hard Drive 

Quantum Fireball ST 


Quantum Fireball ST 

Western Digital 

Quantum Fireball ST 

Fujitsu 


3.2GB UDMA 

3.26B EIDE 

2.1GB UDMA 

2.1GB EIDE 

3.2GB UDMA 

3.SGB UDMA 

CD-ROM Drive 

Panasonic 24X 

24X 

Creative 24X 

Acer 24X 

Panasonic 24X 

Panasonic 24X 

Modem 

A-Open SSKbps 

56Kbps 

56Kbps 

A-Open 56Kbps 

Unkskey 56Kbps 

USR33.BKbps 

Svsiem BIOS 

Award 

Compaq 

Award 

Award 

Award 

Award 

Operating System 

Windows 95 

Windows 95 

Windows 95 

Windows 95 

Windows 95 

Windows 95 

Extras 

NEC speakers 
Microphone 


Rock-Excel speakers 

LS-12D drive 

Videoconferencing unit 
Multimedia speakers 
LS-120 drive 

Multimedia speakers 

Multimedia speakers 

Windows Benchmarks 

Desktop Publishing 

200 

144 

200 

1B1 

197 

166 

Desktop Graphics 

354 

279 

395 

343 

377 

319 

Desktop Preserrtation 

226 

176 

230 

215 

237 

202 

Word Processing 

206 

154 

208 

192 

207 

186 

Spreadsheet 

239 

186 

220 

227 

235 

212 

Database 

196 

139 

193 

187 

202 

185 

Sysmark 32 

224 

169 

221 

211 

227 

202 

Contact 

1-800-461-8079 

1-800-567-1616 

(604) 279-96BB 

(9051881-3606 

1-800-463-5763 

(403) 640-0002 

Internet Contact 

www.alcmicrQ.com 

www.compaq.ca 

www.comoucDn.com 

www.comtronjc.c3 

www.std.net 


Suggested Retail Price 

$2,150 

$2,492 


$2,496 


$2,030 

Street Price 

$2,050 


$2,495 

$2,120 

$1,699 

$2,000 

Reseller Price 

$1,850 



$2,003 


$1,720 

Warranty 

|#of years labor, parts! 

2L,2P 

1L1P 

2L2P 

2L.2P 

3L3P 

3L,3P 





1 Daiwa 

ELCO V8 

Dec, 97 

IBM 

Aptiva E25 

Mynix Mycomp 

NEC 

Ready 9753 

Packard Bell 
Multimedia S615 

Dec. 97 

Ultinet 

Pentium 233 MMX 

Pentium S3 MMX 

Pentium 200 MMX 

Pentium 200 MMX 




612KB pipeline 

512KB oioeline 

256KB pipeline 

512KB pipeline 

25BKB pipeline 




VIAVP3 

430TX 

430TX 

430TX 

430TX 



64MB SDRAM 

32MB SDRAM 

32MB SDRAM 

32MB SDRAM 



ATI XpertOPIev 

ATI XpenGPlav 

ATI 3D Rape Ilf 

Matrox Millennium II 

ATI 3D Rape 11+ 

ATI 3D Rape Ilf 


4MB SGRAM 

4MB SGRAM 

2MB SGRAM 

4MBWRAM 

2MB SGRAM 

2MB SGRAM 


None 

None 

15-ineh 

None 

None 



SB AWE64 

SB-18 

IB-bit 30 

BTC 1853L 16-brt 

16-bit wavetable 



Quenium Fireball ST 

Fujitsu 

Quantum Fireball ST 

Quantum Fireball ST 

Quantum Fireball ST 



3.2GB UOUA 

2,6G8 EIDE 

3.2GB UDMA 

3.26B UDMA 

4.3GB UDMA 

S.1GBEI0E 

4.3GB UDMA 

None 

None 

56Kbps 

USR 33,6Kbps 

USR X2 56Kbps 

USR X2S6Kbps 

Panasonic 24X 

USRX2 SSKbps 

Award 

Award 

IBM 

Award 

NEC 

Phoenix 

Award 

Windows 95 

Windows 95 

Windows 95 

Windows 95 

Windows 95 

Windows 95 

Windows 95 

Multimedia speakers 
LS-120 drive 


Multimedia speakers 



Multimedia speakers 

184 

205 

170 

183 

162 

N/A 

214 

330 

350 

303 

333 

317 

N/A 

372 

209 

218 

N/A 

206 

169 

N/A 

228 

191 

205 

177 

187 

160 

N/A 

208 

220 

227 

205 

222 

190 

N/A 

249 

181 

208 

177 

N/A 

145 

N/A 

219 

206 

220 

N/A 

N/A 

173 

N/A 

231 

1-888-818-4487 

(905) 470-7301 

1-800-465-7999 

<5141 335-2456 

1-800-632-4636 

(905)564-1122 

(416) 256-2000 



www.ca.pc.ibm.com 

www.mynlx.com 

www.nec.com 

www.packerdbetUotn 

www.ultinet.ca 



$1,385 

$2,499 

S2J99 

$2,305 

SI ,949 


$2,699 

91,865 



$2,095 

$1,835 

91,668 

$1,685 



$1,990 

2U2P 

11, IP 

1L1P 

3L.3P 

IL, IP 

a, IP 

2L, 2P 


Overall 

IBM Aptiva E25 

The IBM Apiiva E25 is a great system to consider if you're into name brands. 

This machine offers you everything your customers will need, including al5-inch IBM monitor and software to get 
you started right away. As well, the system is backed by an industrial giant, should any kind of service or support 
be required along the way. 

Steve Halinda, Tim Bingham-Wallis and Jazz Bhooi are CClVls Lab Test Editors. They can be reached at (416) 535-8404. 
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LAB TEST 


Packar^el^Jujtimedi^BI^^^^^ 

Suggested Retail Price: $2,399 
Reseller Authorization: Recjuired. 

Demo Unit AvailabilitY: Yes. 

f-ma(7;pbcan.support@packardbell-com 

Editors' Notes: 

Packard Bell's latcsi offering is ihis S615. a machine loaded with 
great components and ready for work or play. Powered by a 
Pentium 233 MMX processor. 256KB of pipelined cache and 
32MB of SDRAM, this system offers good performance and 
pricing for a system in its class. The hard drive in this system is 

Comtronic Premium Syatem 

Suggested Retail Price: $2,498 
Street Price: $2.1 20 
«ese//er/>rice.- $2,005 
Service Depots: 

AilaniU- — Kova Scotia. 

Quebec — Montreal. 

Oiiiumi — Thornhill, Hamilton. Ottawa. 

B.C. — Vancouver. 

Support For Resellers: 

Co-op advertising. 

Toll-free lie-in to resellers. 

Web site includes technical information and drivers. 


a large 5.1GB Maxtor, which deliver 
plenty of performance, not to men- 
tion more than enough storage 
space. The video system consists 
of an ATI 3D Rage 11-t- video curd 
with 2MB of SORAM onboard. 

Multimedia accessories include a 
Sound Blaster 16 compatible soum 
card, and a 24X CD-ROM drive. To 
your customer on-line right out of th 
this system also includes a USR X2 56Kbps 
modem. 


Volume Discounts: Yes. 

E-mail: comax@arex-com 
Editors' Notes: 

This system has an Intel 233 MMX processor, backed by 512KB 
of pipelined cache on a 430VX motherboard. Configured with 
32MB of EDO RAM. a 2.1GB hard drive from Western Digital 
and an ATI 3D Xpre.ssion+PC2TV video card with 4MB onboard, 
this system managed to achieve average performance on our 
benchmarks, held back slightly by the use of the aging 430VX 
chipset and slower EDO RAM. Rounding out the system is an 
Acer FX-3D sound card with onboard radio tuner, an A-Open 
56Kbps voicc/fax modem and a videoconferencing kit. This sys- 
tem also comes with an EzKey EZIOOO programmable keyboard. 



Suggested Retail Price: $2,499 
Reseller Authorization: Required. 

Volume Discounts: Yes. 

Editors' Notes: 

The Ready 9753 was the only system which had a charcoal grey 
ca.se among all the machines this month. A very sleck-looking 
unit, it offers pretty much everything you would need in a family 
computer. It has a 233MMX processor from Intel, 256KB of 
pipelined cache, 32MB of SDRAM, a 4.3GB hard drive, a 24X 
CD-ROM drive. 16-bit sound system with wavetahle surround 


sound and a U.S. Robotics X2 56Kbps 
fax modem. The AT! 3D Rage ll-t- 
video card with 2MB of SGRAM 
will help .speed up games and the 
system as a whole. An inleresling 
feature on this machine is the 
detachable media unit which con- 
tains the CD-ROM drive, lluppy drive 
and a digital panel which shows the eu 
rent date and time, as well as the number of 
fax and voice messages you have waiting. 



Sfreef/’«ce.$2.495 
Reseller Authorization: Yes. 

Service Depots: 

Alherla — Calgary. 

B.C. — Richmond. 

Volume Discounts: Yes. 

Demo Unit Availability And Restrictions: 

Demo units are available to authorized Compucon dealers only. 
E-mail For Channel Use: sales ®'compucon.com 
Editors' Notes: 

The Compucon .system used the new AMD K6-233 processor. 


With 512KB of pipelined cache and 
32MB of SDRAM, it placed among 
the lop machines. The system con- 
sists of a 2.106 Ultra DMA hard 
drive, a very fast Leadtek WinFusi 
3D L2,3(KI video card with SMB of 
SGRAM onboard, a 56Kbps 
voicc/fax modem, and an LS-120 flop- 
py drive. Multimedia components 
include a Sound Blaster AWE64 Vali 


o 


sound card, a 24X CD-ROM drive, and a pair of 
Rock-Excel SOW speakers. 
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COMPU-FACTORY ENTERPRISES INC. 


ADVANCE MEDAL COMPUTER 


#14D - 3771 Jacombs Road. Ricbirond, 8.C. V6V2L9 
Tel: (604) 207-0916 Fax: (604) 207-0942 


75 Konrad Crescent, Unit C, Marktiam. Ontario L3R 8T8 
Tel: (905) 946-9660 Fax:(905) 946-9663 
Toll-Free: 1-800-206-2724 
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BUSINESS BASICS 


Get Oirt-Of-Countiy 
Medical Insurance 

by Douglas Gray 


If you and your employ- 
ees travel out-of-country 
on business, be sure 
you're properly insured. 

Do you go to the 
U.S. or overseas on busi- 
ness? If so, you could be 
facing financial devasta- 
tion if you require emergency medical atten- 
tion, unless you have the right travel insur- 
ance before you leave Canada. 

The need for this extra insurance protec- 
tion is simple. Provincial health insurance 
plans vary by provmce, but each provides you 
wilh the necessary protection when travelling 
within Canada. Coverage by provincial plans 
outside Canada is nominal, between S7S and 
$400 Canadian funds per day for hospital 
care, depending on what province you live in. 
This is very low compared to medical costs in 
the U.S. 

The problem is that health care in the 
U.S. is very different from the Medicare cov- 
erage we are accustomed to in Canada. We . 
are not accustomed to being personally billed, 
so we don't fully appreciate the real cost of 
treatment. In the U.S. system, privatp.,hOspi- 
lals and doctors operate In a profit^enicd 
environinent, and costs arc inucb<greaici'. In 
the U.S., the average hospital stay often 
exceeds US$1,500 per day, and can run as 
high as US$10,000 per day for intensive care. 
Certain emergency suigical operations can 
cost US$100,000 or more. 

So who pays the shortfall if you have a 
medical oinei;gency in the U.S.? You do. 
Unless, of couree, you have wisely purchased 
supplemental medical insurance before you 
leave Canada, for the duration of your U.S. 


stay, be it a day or six months. Keep in mind 
this supplementai insurance covers emer- 
gency non-elective treatment for injury or ill- 
ness only. It does not cover non-emergency 
treatment or services. It is not a substitute for 
Canadian Medicare, 

Premium rates vary greatly between 
insurers. The rate depends on factors such as 
the nature of coverage, your age and existing 
medical condition, policy exclusions and lim- 
itations. the deductible portion of policy, 
whether you have a preferred (for healthy 
people) or standard rate plan, and the duration 
of your slay in the U.S. If you travel fre- 

Take the time 
to do your research, 
so that you can 
make the 
right decisions 
to meet your 
needs and 
protect yourself 
and your employees 
from any 
potential risks. 


quently — you may prefer to have a multi- 
trip plan, which will cover you for any num- 
ber of trips outside Canada up to the number 
of days maximum each trip that you purchase 
— for example, from three days to 90 days. 

Rales are normally set by the insurer 
between July and September each year for 
extended-stay coverage. For competitive rea- 
sons. the insurer might drop the market rates 
after you have taken the policy out. but such 
a reduction should be passed on to you. Ask 
your agent. Do not choose a plan based on 
price alone but consider such factors as bene- 
fits, limitations, exclusions, and deductibles. 
Remember to claim your insurance premiums 
for a lax credit. 

Adequate out-of-country insurance is 
necessary for your peace of mind and finan- 
cial health. You need to know about and 
understand the various types of insurance. 
You need to take the time to do your research, 
so that you can make the right decisions to 
meet your needs and protect yourself and 
your employees from any potential risks. 

It is also important to shop around for 
comparable rates and coverage. The insur- 
ance market is highly competitive, and you 
will find a considerable differences in price 
and in the quality of coverage offered by dif- 
ferent insurance companies. :M' 

Douglas Gray, LL.B., ofUincouver, formerly 
a practising lawyer, is a columnist, speaker, 
and author of 15 business and personal 
finance books, including the "top 10 " nation- 
al best-seller. The Canadian Snowbird Guide, 
published by McGraw-Hill Ryerson, which 
includes more information on travel health 
insurance. 
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We've got 



Canada's leading computer magaane publisher. 


With over 

662,100 

copies 
a month! 


Each month, we publish 11 Print Editions, 4 Internet Editions, 
and operate a Hardware Testing Facility. 



Dominate the Canadian Computer Market 
Advertise in Canada’s Leading Computer Publications 

Canadian Computer Wholesaler (604) 608-2688 / (416) S35-8404 
The Computer Paper NationalAd: (416) 588-1580 Vancouver: (604) 688-2120 Calgary: (403) 228-3355 
Alberta, Saskatchewan, & Manitoba: (403)228-3355/ 1-800-407-3355 Toronto: (416)588-1580 
Montreal: (514)8434770 Ottawa: (613)789-6431 Halifax: (902)4574390 
Computer Player! B.C. (604) 608-2688 Toronto Computes! Toronto: (416)588-6818 
Ottawa Computes! Ottawa: (613)789-6431 Quebec Micro! Montreal: (514) 843-4770 
Government Computer: (613)789-6431 





Help Your 
Corporate Clients 
Plan For Disaster! 

Businesses can minimize 
the danger to their 
information systems 
with a thorough 
disaster-recovery 
pian. 


DISASTER RECOVERY 


OKIDATA 

A?C 

^hamp’ 

JetRam' 


A tcording to University of Toronto Earth and Environmental 
studies professor Arsalan Mohajer. Toriinio may be hit with 
a major earthquake in the next 50 years. Mohajer. a geolo- 
gist. ha.s come to this conclusion after the discovery of a new geo- 
logical fault on the bottom of lake Ontario. 

Although a major earthquake has not occurred in the Toronto area 
in recent history, Mohajer says one may be a geological inevitability. 
Even if it is only a minor quake that cuts power and causes a few com- 
puters to fall off desktops (rather than toppling buildings), many com- 
panies in and around Toronto may never recover. Why ? They don't 
have an information system disaster recovery plan in place. 

For mo.sl companies, the timely and accurate collection, pro- 
cessing. and analysis of information is crucial to their succc.s.s. 
Unfortunately, critical data can be lost in a matter of seconds if nat- 
ural or technical disasters strike, or if security is breached and data 
is altered or destroyed. 

"Fifty per cent of the companies that lose critical business sys- 
tems for 1 0 or more days never recover. Ever," according to PC IVeei 
IFebruary 6. 19%). 

That being the case, it's surprising 
that most companies have non-existent 
or incomplete .security systems or di.s- 
aster recovery plans in place. And it's 
even more surprising that many 
resellers who sell client/server. LANs 
and WANs, intranets and other distrib- 
utive systems do not sell the insurance 
of disaster planning. 

Disaster Planning 
Goes AWOL 

Companies were not always unprepared 
for disasters. In the days of centralized 
inforinalion technology, when main- 
fnimes loomed large on the data land- 
scape. disaster planning was the domain 
of the IS department. As mainframes 
evolved so did disaster plans: mirror 
locations of primary sites ensured busi- 
nes.ses could continue to operate in the 
face of disaster, often wiihoui pause. 

.Systems were also more secure 
then. “The traditional approach to 
computer security was based on the 
assumption that security would be 
applied to one or a few mainframe 
computers." says Barry Lewis 
(lewi.sbS'cerberus.com), an informa- 
tion processing security consultant and 
president of Toronio-ba.sed Cerberus 
ISC Inc. (hUp://www.cerberu.s.cnm). 

Today, in the modern era of the 
distributed network jungle, centralized 
disaster planning has gone AWOL 
because effective data backup and dis- 

distribulive environment than in a 
mainframe environment. 

Desktop computers and diverse 
networks in dozens of locations led to 
decentralized planning and. until 


recently, a lack of mature software and hardware has made data 
back-up and disaster recovery a labor-intensive task. Al.so. since the 
computer environment is now decentralized, many companies have 
not centralized security, data back-up and disaster planning. 

Resellers: Serve Your Clients 

If the resellers don't serve customers by providing information on 
security and disaster planning, then they are selling their clients short 
and missing golden opportuniiics to sell nii.ssion-critical value added 
services. 

How critical are disaster recovery plans'? Not being able to 
recover from a security breach or disaster can be extremely co.slly. 
Studics have shown that businesses average more than 4{X) comput- 
er outages per year lasting 24 hours or more. The average co.st can 
range from $12,000 to S7-5 million per company per outage. 

“The problem of recovering from a disaster in a highly distrib- 
uted environmeni is one that has received too liuic attention," says 
Paul Mason, program director, enterprise systems management pro- 
gram at International Data Corp. in Framinpham, Ma.ss. 
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DISASTER RECOVERY 


Scon Waterhouse, of Mainland Information Systems, an IBM 
business partner located in Calgary, concurs. 

However companie.s are becoming more aware of the impor- 
tance of back-ups and disaster recovery planning. Waterhouse says. 

Lewis points to the growth of The Disaster Recovery 
Information Exchange (DRIE) — a non-profit organization dedicat- 
ed to the promotion of business resumption planning, computer 
recovery planning and related disciplines — as an example of grow- 
ing awareness. With chapters in Toronto. Calgary, Edmonton. 
Vancouver. Ottawa. Montreal and London. Ont.. DRIE 
(hilp;//www.drie.org) provides members, including resellers, with a 
forum for the exchange of information, educational activities and 
conferences covering LAN and WAN recovery, corporate-wide busi- 
ness continuity planning, emergency preparedness and. of course, 
data centre recovery planning. 

An Energetic Disaster Plan 

When Suncor Energy Inc. began looking for a cost-effective, single- 
vendor storage management solution to secure mission critical data on 
its multi-vendor network environment running bu.siness-critical appli- 
cations. the Calgary-based energy company turned to Mainland 
Information Systems. "Wc delivered a robust, enterprise-wide storage 
management solution that provides automated back-up, data protection 
and disaster recovery services." says Waterhouse. At the heart of the 
system is IBM's Distributed Storage Management Software (ADSM). 
An ADSM server provides back-up. archive, and hierarchical storage 
management services for client network systems. 


Attention VAR’s, Resellers and Dealers. 
Yonr new sonree for PC Software. 


im-m INC. 

Software Distributors 

Business Productivity, Educotional and Games. 


1 - 800 - 510-9011 

Monday to Friday 9AM to 8PM Eastern Time 


shipped onywheie in Canada within 48 hours! 
Call ond osh for your topy of oui prke list talalogue. 


Not only has the ADSM system made Suncor's data more secure 
and more recoverable, but it has reduced back-up times dramaiically. 
A Suncor Oracle database that would have taken four days to restore 
can now be restored in four hours with ADSM. 

ADSM storage management servers store and manage data on a 
variety of desktops. UNIX, mid range and mainframe platforms, per- 
forms back-up and archive services for more than 20 clieni.s, support 
HSM for IBM AIX and Novell NetWare platform.s, and provide inte- 
grated on-line backup of popular databases. 

An Ounce Of Prevention 

While disaster planning focusing on recovering data is crucial insur- 
ance, prevention can help companies avoid technical glitches that 
lead to disasters. Resellers can help companies establish preventive 
maintenance plans which should derine who has the authority to do 

"Most companies do not have recovery plans 
in place. They are flying by the seat of their 
pants, doing user-intensive back-ups with little 
customization, if they're doing anything." 

— Scoll Waierhou.w 

what, and when work must be done and under what circumstances. 
As well, they can put in place comprehensive practices and proce- 
dures that can empower technical .staff to work effectively within a 
framework of corporate and network priorilies. 

Once a policy framework has been established, resellers can help 
network managers put iif place methods for gathering technical data 
that helps them anticipate problems and, when problems ixtcur. ana- 
lyze what happened and why so recurring problems can be solved. 

In addition, resellers can help companies set up single-poini-of- 
coniact databases that contain information on how problems have 
been solved, so technical staff can avoid reinventing the wheel when 
problems reoccur — as they so often do. 

If vendors want to offer network managers third-party network 
management assistance, they should offer on-site consultation, multi- 
tiered support (available in required geographic areas), and strong 
relationships with hardware and software suppliers and telcos. 

When working with telecommunication companies, financial 
institutions, airlines or other large companies, resellers should look at 
selling clustering technology. Clustering links together groups of 
computers running mi.ssion-criiical applications on Unix and other 
platforms. High-availability cluster multi-processing (HACMP) 
technology is designed to maintain high dependability of applications 
and data servers for environments that cannot fail for any length of 
(inie — such as telephone companies’ toll-free systems, airline reser- 
vation systems and electronic financial transactions. 

HACMP can prevent the loss of critical data by teaming up mul- 
tiple servers to access the same data in parallel, plus it provides tools 
to install, configure and manage highly available environments. 

Ultimately, as companic.s come to realize the impoitanee of data 
stretched over disparate networks, they are demanding versatile, auto- 
mated di.sasier recovery plans. Resellers can work a.s business partners 
to deliver the solutions that large, medium and small companies need 
to operate efficiently in the modem era of the distributed network. H* 

Paul Lima is a Tomnlo jour/mlisi who specializes in high lechnahi-y. 
He can be reached ai liko&idirecl.com. 
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The Next Generation? 

Merced may take us across 
the 64-bit frontier 

by Alwi Zismtin 


Ready or not, 64-bit 
hardware and software is 
in your future. 

The number of bits 
indicates the length of the 
data that your computer 
can deal with in a single 
gulp: bigger numbers 
indicate more power. But while bigger ought 
to be better, it lakes time for the industry to 
shift gears, and convert itself to work with a 
new, more powerful model. In fact, we’re 
not fully shifted over from the last time it 
happened. 

By 1985, Intel released its first 32-bit 
CPU, the 80386, which started to appear in 
computers a year or so later. But for a long 
time, 32-bit PCs were simply used as fa-ster, 
more powerful ATs — niche 32 bit operating 
systems like OS/2 Version. 2 and Windows 
NT (and various Unix variants) appeared in 
the early 1990s, but mass market acceptance 
of a 32-bit operating sy.stem waited for the 
mid-1995 release of Windows 95 (a product 
that still includes 16-bit code, for backward 
compatibility with older software), Even 
today, nearly 100 million computers are run- 
ning Windows 3.1, forcing many software 
developers to create both 32-bii and 16-bii 
versions of their products. 

32-bii is far from dead. CPUs descended 
from that original 386 include new model 
Pentiums. Pentium IIs, and equivalents which 
continue to appear from Intel and its com- 
petitors. But the writing is on the wail — 64- 
bii succes.sors are under development, and 
this time, it looks like users won't be kept 
waiting a full decade for software that will 
take advantage of the additional power. 

More relevant to PC manufacturers, 


vendors, and ultimately usent are the plans of 
PC-chipmaker Intel. Intel has been quietly 
working on its own 64-bil generation, in 
alliance with Hewlett-Packard, code-named 
Merced. Details are only starting to appear. 

Intel is referring to the design for Merced 
as lA-64. for 64-bil Intel Architecture, a suc- 
cessor to the current lA-32, found in the 386 
and its follow-up models. The first models are 
expected sometime in 1999, produced on the 
slill-lo-be-built, .18-micron fabrication 
process. (Current cutting-edge chips are pro- 
duced using .25-micron processes-smalier 
sizes makes it possible to stuff mure transis- 
tors in smaller chip, allowing for faster speeds 
at lower heat and using less power.) Initially, 
sales of the chip will be laigeied at high-end 
servers and workstations, running NT or 
Unix. Intel is busy forming partnerships with 
many manufacturers planning to offer hard- 
ware based on this model: with Dell, Compaq, 
Hitachi, and others. 

So-called EPIC (Explicit Parallel 
Instruction Computing) technology, built into 
Merced wilt make It easier for manufacturers 
to design models using multiple Merced 
processors. HP. for example. Is working on a 
series of UNIX servers, running as many as 
256 Merced processors. The company’s NT 
line will offer between four and 16 CPUs. 

Merced’s design gives a smaller percent- 
age of the CPU for scheduling instructions — 
a function that takes about half of the power of 
current chips. This will make it po.ssible to 
devote more of the chip for raw processing, 
but this will require a new generation of soft- 
ware compilers, to build the scheduling right 
into the software, creating software that's 
already ’parallelized' — designed for multi- 
ple, parallel processing. This means a new 



generation of software will be required to take 
full advantage of Merced's capabillues. More 
intelligent scheduling will reduce bottlenecks 
found on machines currently featuring multi- 
ple processors. Running software designed for 
Merced will result In multiprocessor machines 
that are much more efficient than current 
models, not just faster. Expect to see comput- 
ers that are far faster than current models, 
however. Clock speeds could receive a boost 
up to 1.0(K)MHz or more. And that’s not all. 
By 2001, Intel hopes to release a second-gen- 
eration Merced, offering twice the perfor- 
mance of the initial models. 

Another question mark, however, is 
can the required software compilers be pro- 
duced on time (an equally complex devel- 
opment task)? Microsoft has announced 64- 
bit versions of NT and 64-bit compilers, 
hoping to have them available at the same 
time as Merced. These products will be 
backward compatible with today's 32-bit 
software. 

But don’t expect 32-bit software to run 
at warp speed. There will be a performance 
penally for running it on a 64-bil system. 
Users wanting the fastest 32-bit performance 
will be better off running on a ‘real’ 32-bit 
processor. Intel and its competitors expect to 
continue to release improved descendants of 
their current models aimed at desktop and 
mobile computer users, even while high-end 
moves to Merced. 

Merced won't be in your product line-up 
this year or next, but keep it in mind, and in 
your medium to long-term planning. Ei 

Alan Zisman is a computer journalist and 
teacher, living in Vancouver. He can be 
reached at azisnian@rogers.wave.ca. 
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Chinese seize fake CD-ROMs 

Working on inforinaliim provided by ihc 
Allmiiee AgainM CD-ROM ThcK (AACTi- 
Ihe Ciiiangdotig AdminiMralion for Industry 
and Coinnieree and the Beijing l-'air Trade 
Bureau have r.iided more titan 25 shops sus- 
peeled of selling illegal CD-ROMs in the 
three largest sol'lware hlaek markets in 
Guangdong Province. 

The strike, helicvcd to be the largest of 
its kind in Guangdong, was carried out by a 
leant ol tttore thait 5I> eitl'oivemeitt officers 
and led to the sei/iirc of over 22.4(10 CD- 
ROMs. luithoriliessay. 

Guangdong is believed to have the 
largest conceniralion of software piracy oper- 
ations in China. 

"We recogni/e that the CD-ROMs 
seized are only a very simill fraction of the 
number of illegal CD-ROMs on the market, 
bat this is certainly a promising develop- 
nient, " said Tont Robertson, AACT vice- 
president. “Ilteiv is still a long way to go. 
Onr goal is to gel at the source of illegal prt>- 
diiciion of CD-ROMs, and in the future we 
plan to target manuracliirers of counterfeit 
CD-ROMs as well us retailers. We will con- 
liniie to work closely with the Chinese offi- 
cials and offer our support tn assist them in 
stamping out the pruhlem,"' he concluded. 

The raids reprc.senl a new level of coop- 
eration helween AACT and the Chinese gov- 
ernment. 

OlHeials have prttinised to curry oat fre- 
quent peritxJie inspections on retail outlets in 
an effort to maintain piessuie on the illegal 
trade. 

According to AACT, the majority of ille- 
gal CD-ROMs arc prixJuced in Southern 
China and illegally smuggled across the bor- 
der into Hong Kong, where they are dislrib- 
alcd Ihroughoal the region. Increasingly, 
however, pntduclion has begun in Macau and 
Hong Kong. 


Singapore IT companies report 

The Singapore Federation Of Tile Computer 
Industry has announced the results of its IW7 
Business Cliiniile Siinvy. It reports healthy 
perlbrntanee for companies in 19^6 and an 
opiimi.siie outlook for the current and coming 
year, with the mujorily of companies plan- 
ning both domeslic and intentationul expan- 

Repoiting on performance in 1996. 73 
per cent of companies surveyed said turnover 
increased against the previous year, with 15 
percent reporting falls and 12 percent saying 
it remained unchanged. When asked aboul 
net profils, 55 per cent of cninpaiiies had an 
increase again.st 1 995. 27 per cent reported a 
fall iitid IS per cent reported no change. 

A healthy oatlook for the domeslic mar- 
ket this year was prcdicTcd by 83 per cent of 
cumpiiiiies, which expect growth, while 87 
per cent .say they expect gmwth in 1998. 

Hitachi licenses semiconductor 

Hitachi Ltd. has licensed its 32-bit SH-3 
RISC microprocessor core to Seiko-Epson 
Corp. The company will comhinc its low- 
power semiconductor technology with the 
cores to produce new ASIC (application-spe- 
cific inicgrated circuits) and ASSI’ (applica- 
tion-specific standard products) chips. 


optimistic outlook 

Based on this. 63 per cent said they will 
exptind this year and 55 per cent .said they had 
domestic expansion plans for 1998. 
Regarding the overseas market, 61 per cent 
have expansion plans for the eurronl year and 
89 per cent arc looking to expand overseas 

The financial sector is expected to be 
one of the most profitable in 1998, with 62 
per cent of companies saying they will con- 
centrate on thill sector, followed by the public 
sector and manufacturing sectors, 52 per cent, 
the communications sector, 44 per cent, and 
the wholesale and retail sector. 30 per cent. 

The survey received responses from 76 
of the SFCI’s 190 members and was conduct- 
ed in early September. A second follow-up 
survey was conduelcd after some of the 
recent financial market turmoil and received 
responses from 3 1 companies. 

core to Seiko Epson 

The agreement marks a further step in 
Hitachi's bid to make it.s .32-bil SuperH RISC 
engine family (SuperH) an indu.slry standard. 
Seiko Epson is the first Japanese company to 
license the cores. Hitachi licensed SH-3 and 
SH-4 CPU core technology to VLSI 
Technology Inc. in 1996. 


Samsung Electronics shows portable DVD- Video player 


Follnwing on from the unveiling of a porliible 
DVD-Video player by Matsushita Electric 
Industrial Co. Ltd., South Korea's Samsung 
EleclMitics Co. Lid. has announced a similar 
portable player. 

While revealing more aboul its product 
than Malsushita, which is still 
yet to come up with any .speci- 
fications, Samsung has 
revealed the most important 
number — the price tag. 

The P-Tliealer is 2(XI-mm 
long, l6()-mm wide and 55-mm 
thick, according to the maker, 
and weighs 900 grams. Unlike 
the Maisu.shila player, which 
has a built-in 5.8-inch wide- 
screen liquid crystal di.splay, 
the Samsung unit comes with 


no di.splay- Samsung suggests it he used with 
a television, monitor or, when taken outside, a 
head-mounted display. 

Lithium-ion batierie.s can provide up to 
two hours of viewing from a full-charge. 

The player accepi.s DVD- Video, Video- 
CD and Audio-CD discs 
and, when used with 
DVD di.scs, supports 4:3 
1 6:9 aspect ratio 
images and 5.1 channel 
digital surround sound. 

The company says 
it invested US$1.1 mil- 
lion in ihe development 
of the player which is 
expected to go into com- 
mercial production in Ihe 
second half of next year. 


mf 
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McAfee Associates forms Korean 


McAfee Associates says it has agreed to form 
a joint venture with Seoul-based Dr. Ahn's 
Anti-Virus Laboratories, Inc. to dislrihutc its 
products in the Korean market. 

The joint venture will integrate 
McAfee's network security and management 
technology with the V3 anti-virus products of 


joint anti-virus venture 

Dr. Ahn's Lab. Korea's leading ami-virus 
software proilucer. 

New developments that will be available 
in South Korea under the joint venture, to be 
started before the end of the year, include an 
inlegrulcd, native Korean software suite of 
products. DM 
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THE PUNDIT 


Column 

Rushing Headlong Into High® 

by Graeme Benneii 


As many Canadians are 
aware, CBC Radio recent- 
ly discussed Ihe issue of 
computers in the schools, 
and questioned whether in 
fact computers are as 
worthwhile an investment 
as we've been led to 
believe. Are Ihe huge investments paying off. 
or are we churning out dcsocializcd. disaf- 
fected nerd.s? In essence, the story staled that 
schools are rushing headlong into high-Ieeh 
without really thinking about what good it 
will do or without contemplating its effects. 

As one of the many hals I wear. 1 am a 
teacher for Ihe Vancouver Night School pro- 
gram iind have taught professionally for over 
a decade. 

Poor Purchase Patterns 

First, I couldn't agree more with the assertion 
lhal schools in general don'l make the bcsl 
purchase decisions. I've seen loo many badly 
configured networks, D-grade monitors on 
the blink and non-upgradeable PCs and Macs 
languishing in under-utilized or otherwise 
dysfunctional labs lo believe that the people 
in charge of purchasing arc gelling solid 
advice from their lech advisors. However, 
this isn't ihe biggcsl problem. 

My main complaint is the narrow world- 
view lhal produces labs full of all one kind of 
PC or one kind of Mac. The world isn't like 
lhal. and Ihe only people a single-plutform 
classroom serves are the system admini.stra- 
lors who find all-ihe-same system configura- 
tions easier to manage. (And I acknowledge 
the dilemma that VARs face when they are 
asked to hid on systems. They often feel 
forced into basing quotes on second- or third- 
tier hardware in order lo price their bids com- 
petitively. and the luxury of more-manage- 
able, auto-configurabie, or otherwise "smart" 
components just isn't allowed, due to price or 
Icgacy-system-imposcd restrictions and con- 

The notion of having everyone using the 
same hardware dwsn't rellect the kind of 
real-world experience we should be bringing 
to users, whether they arc children in school 


or employees in the typical corporate envi- 
ronment. In the business world or at home, 
different members of the community have — 
and should be encouraged to explore — dif- 
fcrenl interests. Those inclined toward graph- 
ics or multimedia or music might enjoy a 
Mac, or they might enjoy a PC. but they 
shouldn't be forced in Borg-like fa.shion. into 
a world where assimilation is the only option. 

The Blackboard Benefit 

Another of the statements made on CBC 
Radio was lo the effect lhal students actually 
like it when they leam hypertext on a black- 
board instead of a computer. I happen to 
agree that, often, "high-tech" education for- 
sakes underlying principles for tool-oriented 
techniques, as might be exemplified by the 
all-too-common scenario where a desktop 
publishing class is taught PageMaker or 
(QuarkXPress before they learn principles of 
typography and design — and it’s wrong! 

Unfortunately, today's media-saturated, 
short-uttention-span culture seems lo have 
produced students lhal have taken the Nike 
slogan us a lifestyle vow: Jiisi Do U. Hence, 
today's teachers must be ever more creative 
in the construction of projects and assign- 
ments lhal serve the "principles first” 
approach while still allowing students to 
Slave off the boredom of rote repetition and 
other old-school style learning systems. 

Of course, this applies not just to slu- 
denLs, hut also lo employees and customers 
alike. In an instant gratification .society, peo- 
ple want lo see rapid results, and they like 
rewards. I'd like to sec more retailers, educa- 
tors and in-house technological evangelists 
better exploit Ihe educational opportunities 
and potential interest that can be generated by 
distribuiing and encouraging their users to 
explore a few of the many trial ware and demo 
versions of software packages now available. 
The average user doesn't even know these 
packages exist, nevermind Ihe fact lhal a fully 
functional trial version is oficn available for 
download from the Interact. The retailer, 
VAR or educator who cun download the 
cream of Ihe crop and pre-test the items, and 
then help build interesting new curricula 




around them, is sure to see benefits in terms 
of interest. And. with a little luck and 
exploratory work, these freely available new 
tools can inspire greater interest, provide new 
capabilities and stretch thin budgets. 

This can also provide a pathway to con- 
tinued relationships with those who have fall- 
en — either temporarily or permanently — 
off the “upgrade bandwagon." There are 
those who, for reasons of budget, functional- 
ity or other constraints, view their current 
setups as sufficient for Ihe foreseeable future. 
There are actually people out there who like 
DOS, and whether you like Windows or Mac 
or some other less mainstream platform, 
some people prefer an alternative. 

It is the context that adds value. In Ihe 
posl-industrlal age, we're not supposed to be 
cranking out little assembly-line workers; 
we're supposed lo be preparing them for the 
real world. And that means choice. If my 
child wants to use a computer and yours 
doesn't, the curriculum should be flexible 
enough to support both. 

Feed The Information-Hungry 

For all those techno-Luddites who decry 
computer-based training as producing a gen- 
emlion of isolated, disalTccled and dcsoclal- 
ized young adults. I say humbug. The inirap- 
ersonal computing revolution of the Iasi four 
years has increased the interactivity of the 
networked computer to the point lhal the 
Interact is practically a societal central ner- 
vous system. Encouraging siudcnl.s to 
research and explore the vast resourees of this 
global .system is as valid a social study as 
anything 1 learned in school. 

Graeme Beniwil is ihe Senior Editor of The 
Cnmpuler Paper and a former computer 
retailer. He can he reached ai 
graemeCiiltcp.ca. 
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NCR intros rackmount server 

NCR has announced ihc WorldMark 4300 
Rack Moiinl Server for cuslomers who need 
cenirjiizcd cumpuling and efl'icienl space- 

T'hc product is targeted at server consol- 
idation or departmental dalumarls. It consists 
of a ly-inch wide by 77-inch high rack cabi- 
net that accommodates a variety of subsys- 
tems: the WorldMark 43(X) computing node. 
NCR 6210 and 6250 disk arrays, UPS and 
con.solc switches. The NCR WoriilMtirk 4300 
Rack node supports 
one to four Pentium 
Pro I66MITZ or 
200MHz processors 
with dual peer PCI 
I/O channeis, six hot- 
pluggahle drives for 
up to 24GB of stor- 
age, has six PCI and 
four KISA slots, with 
memory expansion of 
up to 4GB. Pricing 
starts at $50.(XHI. See 
htlp://www.ncr.coni. 

US Electronics markets 
wireless keyboard 

us Electronics, of Port Jefl'erson Station. NY. 
has iniroduced the SiirlMate Wireless 
Keyboard for Window 3.x or Windows 95. 
with a suggested retail price of US$ 1 49. 

The user plugs SurfMate's receiver unit 
into the PC's keyport port and then the 79-key 
wireless keyboard is functional. 

The product irtmsniils til up lo 45 feel 
from the computer. It weighs 21 ounces, 
ineluding ballerics. 

See hllp://www. surfinale.com. 




Lexmark Canada announces 7200 Color Jetprinter 


Lexmark Canada Inc. has 
launched Ihe Lexmark 72(K) 
Color Jeiprinier. 

The product incorpo- 
rates Lexmark's EX2 iceh- 
nology, and has a street price 
of $549. It includes a number 



of improvements, such as a 
six-color printing option for 
photographic-quality prini.s, 
and heavier printer construc- 
tion to reduce banding and 
improve print quality by more 
accurate dot placement. 


IBM preps for Christmas giving 

IBM's PC' company is olTering a wide range 
of software, peripherals and consumer and 
small office PC systems for the holiday sea- 
.son, ranging in price from $39.95 to $4, .399. 

At Ihc slocking sluffer level is Ihe IBM 
Brings You The Crayola Kids Adventures 
Color a Story In 3D program, a multimedia 
kids' 'eduuiintiicnl' title that lets users create 
3D images based on theme.s suggested by 
Gulliver's Travels. 20.00<) League.s Under 
The Sea. and The Iliad (Ihc tale of The Trojan 
Horse). The appealing graphics of this 
Windows title are enhanced by music and 
voice storytelling elements. Additionally, the 
IBM Brings You Crayola Magic Wardrobe is 
a computerized paper dolls program that 
includes examples from Elizabethan England 
to Navajo Indians, and IBM Brings You 
Crayola Print Factory, a PriniShop style pro- 
gram for creating banners and slationery. 
These two products arc in dual Mac and 
Windows format. All ihree programs have a 
suggested list price of $39.95. 


with slew of products 

For safer computing, the IBM Anti Virus 
program offers up-to-date protection against 
common viruses, including the Microsoft 
Word macro viruse,s, and other viruses that 
can be Iran.smilied via the Internet. The price 
is $69.95. 

For those who would like to emulate Bill 
Gales' new 'smart' electronic house on a 
slightly more modest level, the IBM Home 
Director program, for $139, offers the ability 
to control healing, lighting and electrical 
appliances aulomaiicully, or from your home 
computer, or from a remote location, 

IBM is entering the new 'scrolling 
zooming’ mou-se market with its new 
ScrollPoini Mouse, a device which exploits 
the added mouse support contained within 
Windows 95. The ScrollPoint. for $92. is 
designed to allow users “to easily surf the 
Internet, and quickly navigate through long 
documents and spreadsheets, eliminating 
most use of scroll bars. For more information, 
see htip://www.ca.pc. ibm.com. 



Toshiba of Canada adds Tecra 750DVD 233MHz notebook 


Ui! Nov. 3, loshiDti 01 t tmaua. iniormalion 
Systems Division, announced its latest ver- 
sion of Ihe Tecra notebook series, the model 
7.50DVD. 

This new notebook is based on the Intel 
233MHz, proce.ssor. with 64MB of RAM. a 
5,1GB hard drive, a buill-in videoconferenc- 
ing kit. MPEG-2 digital video decoder hard- 
ware. and a user-swappable DVD-ROM 
drive. According to Robert Grossman, vice- 
president and general manager of To.shiba of 
Canada I.SG: “We have iniroduced substantial 
upgraded to our notebooks in the past and 


unveiieo leaa- 
ing-edge prod- 
ucts, but this 
lineup is truly 
unprecedented 
and extraordi- 
nary." The new 
model of Tecra 
750DVD has a 
suggested price 
of $9,129. 

information, contact http://www.toshiba.c( 


EPoX International adds i440LX motherboard 


EPuX International has released il.s 
i440LX based motherboard — the KP6-I.A. 
The hoard’s features include: 

• Polyswitch — an intelligent circuit breaker 
that protects the motherboard and system 
components from sliorls and power over- 

• The Easy Single Setting Jumper for ea.sy 
configuration: 

• IGB memory capacity; 


• Intel’s LanDesk 
Client Manager 
(LDCM) software; 

• Timed Power ON 
— for power on 
without intervention; 

• Power loss recovery capability. 

Call: (714) 990-8858, or see htlp;//www. 
cpox.com. CM 
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HP makes senior appointments 

Hewletl-Packurd CCanada) l-td. has named 
Paul Tsaparis and Pierre Montmaitin as vice- 
presidents of HP's Compuler Organization 
in Canada. 

Within that organization. Tsapari.s will 
lead the team which provides business solu- 
tions to large enterprises. 

Montmarlin will lead the team respon.si- 
ble for HP’s relationships with business part- 
ners in channel development, distribution, 
sales and marketing. 

Tasparis brings more than 13 years of 
HP marketing, sales management and profe-s- 
sional services experience to the position. He 
was most recently general manager of HP’.s 
Professional Services organization. 

Monimanin joined HP in 1981 in the 
Medical Products Group. He was most 
recently business manager, general distribu- 
tion for HP Middle East and Africa. He suc- 
ceeds Bob McDevitt, vice-president and gen- 
eral manager, personal computer products. 
He will retire in December, after 25 years 
with HP. 

Compaq Canada announces 
new product managers 

Richmond Hill, Ont.-based Compaq Canada 
Inc. has appointed Chris- 
tian Chabbal as notebook 
product manager and Ian 
Williams as enterprise 
options product manuger 
for the company. 

Chabbal will be 
responsible for the devel- 
opment. implementation 
and management of Compaq's Armada note- 
book busine.ss in Canada. That includes prod- 
uct announcements, pricing, demand-genera- 
tion activities and cus- 
tomer satisfaction. 

Williams will have 
similar responsibilities 
for Compaq’s enterprise 
options basincss inCimadti. 

Chabbal was previ- 
ously enterprise options 
product manager, .since 
August 1995- Former product manager Erie 
Dubois is now a channel account manager for 
Compaq. 


Develcon names directors 

Develcon Electronics Ltd., of Saskatoon, has 
appointed John Douglas Bailey and Jeremy 
Posner as directors of the eompany. 

Bailey has more than .30 years of high- 
tech management, sales and marketing experi- 
ence in roles at IBM Canada [.Id., Canada 
Systems Group. Storage Data Technology Inc., 
National Semiconductor (Canada) Inc. and 
DSC Conimuniealiirns Canada. He was most 
recently president of Vancouver's Epic Data. 

Posner was a director of EDA 
In.siruincius Ine., from 1991) until its sale to 
Develcon in 1996. He has degrees in law and 
bu.sincss and had extensive experience in cor- 
porate finance, business development and 
acquisitions. 

Develcon develops networking solu- 
tions, including frame relay. ISDN, LAN and 
voice technologies. 

InterSystems chooses 
health, government executive 

InterSystems Corp. has appointed Glenn D. 
Pulling to direct sales initiatives in the health- 
care and goveriimem sectors throughout 
North America, as vice-president of North 
American sales, hcalihcarc and government 
industries. 

He will oversee the InierSyMems sales 
team and have lead resptinsibility for saic.s 
strategy, new sales and third-party ugrccmenls 
for InterSystems’ DBMS software products. 

For the past 10 years, he was regional 
vice-president of sales for Banyan Sy.slems. 
and has more than 21) years of IT-spccilk 
stiles experience. 

Maxtor names three execs 
to sales/marketing 

(NB) — Maxtor Corp. ha.s appointed three 
executives to Us .sales tuid marketing organi- 
zation: Bill Almon Jr.. Pal Ridley. Fernando 
Corona. 

Almon Jr. has been appointed vice pres- 
ident. worldwide marketing. He Joins Maxtor 
from Integral Peripherals, where he was most 
recently vice-president of worldwide sales 
and marketing. 

Ridley has been appointed senior 
director, sales operations. Ridley was with 
Cirrus Logie for eight years, where she was 
most recently optical storage operations 
manager. .She was also at Intel Corp. for 17 

Corona has been appointed director, 
Pan-American disiribotion and Latin 
American sales. Cortina was with Allied 
Telesyn Inlemalional. where he was vice- 
president of marketing. Prior to that, he was 
six years at Western Digital Corp. tW 


Dk. 2-3 The IT Outsourcing 

Conference 

Orlando, Flor. 


http://www.dci-com 



DCI's Database & 

Client/server World 

Chicago 
http://www.Pci, com 

Dec. 9-11 

Comdex/Mlaml '97 

Miami Beach, Flor. 
htlp://www.conidex.com 

Calgary — 

Dec. 15-17 Rapid 


Using Business Rules 

PowerPlus Canada Inc. 

Call;1-B00-268-8706 

http://www.oowerplus-gbf1.com 

Jan. 20-22 

Comdex/PacRim '95 

Vancouver 

ht!p://www.comdex.com 

Fab. 13-15 

Computerfest (Winter) 

& Mac Expo '98 

Toronto 
Call: (416)925-4533 
Fax: (416)925-7701 
E-mail: dcarter@compfesl.com 


Feb. 18'20, 19M The Second Annual 
Mobile & PDA Expo 

San Francisco 
Call: (415) 252-8008 
http://www.piaa-expo.com 


Do you have an upcoming event 
you'd like to see listed in 
COW'S Calendar? 
E-mail: ccw@tcp.c3. 
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Vrfdv Numbers 


Who's the host? 

Can Canada be competitive in a giobai economy? 

In Canada, where Ihc populalion is geograph- 
ically dispersed across a large area, regional 
differences within the country are almost as 
significant as the differences between Canada 
and ocher nations. It is therefore useful to 
analyse our software industry from a regional 
perspective. Although Canada's software 
industry is increasingly viewed as a major 
foree in the international market, much of this 
success is focused in a few locations. 

The largest concentration of Canada's lop 
100 software companies is headquartered in 
Ontario, which is host to more than 60 per cent 
of the country's top earning software vendors. 

Avepage Earning Ralin per Employee by Province 



Quebec and British Columbia fol- 
low. with 14 percent and 1 1 pe 
cent respectively. This is pri- 
marily explained by the fact 

that these provinces also have 

the highest populations. However the 
existence of educational institutions, R&D 
facilities and government agencies have also 
played a role in the development of these areas 
as major software centres. For example. 
Ontario’s University of Waterloo and B.C.'s 
University of British Columbia have devel- 
oped reputations for creating innovative .spin- 
off companies. 

Once again, the higher earning ratios 
tend to he concentrated in those provinces 
with the higher proportion of population. This 
fact may be attributed to a higher local cus- 
tomer base and greater access to skilled 
employees. Quebec is an exception, having 
one of the highest populations, and greatest 
number of software companies, but placing 
fifth after Ontario, British Columbia. Alberta 
and Saskatchewan in terms of earning ratios. 

As we move to a more global economy, 
locating in major urban centres will not play 
as .strong a role in a company's success. Prince 



Edward Island, al- 
though al present having no compa- 
nies in the top KXI. is becoming increasingly 
appealing as a headquarters location, due to 
the positive lifestyle options it offers. 
Newfoundland has the potential to position 
itself as a gateway for European companies to 
enter the North American market. 

Among industry analysis, the commonly 
accepted average earning ratio for software 
companies is estimated al $100,000 per 
employee. Overall. Canada is matching and 
surpassing these numbers, with five provinces 
having an average earning ratio of more than 
$100,000 for 1996. 

Leslie Arnmd is a consuluuu mnj Miir^ciy 
Leach is u senior coiisullani at Branluiiii 
Group /«( ., a leading inleriialional "Co to 
Marker" consullini; firm providing strategic 
and tactical advice to information techtmingy 
organiMions. IPhone: (613) 725-2955. Fclx: 
(613) 725-03IS. http://\vysw.branham,cal 


Reader Poll 

Last issue, we asked: 

Given tight competition, yet some indications of a strengthening 
economy, what are your impressions of the health of the overall 
IT industry, at the end of 1997. compared to the previous year? 

You said: 

G7% The industry is very strong and healthy, experiencing lots 
of positive growth compared to last year. 

8 % Business in the industry is much the same as last year. 
25% With more consolidation, players are being .squeezed and 
knocked off. This business is getting tougher. 

For purposes of our survey, how do you describe 1997 prof- 
itability and health at your busines.s, compared to 1996? 

You said: 

75 % My busines.s is growing positively, seeing new opportu- 
nities. markets and greater demand. 


17 % My business is doing more or less similar volumes of 
business to la.si year, with similar profits. 

Profits have .slide, due to shrinking margins and increas- 
ing competition in the market-place, compared to 1996. 

This issue, our question to you: 

What impact is Electronic Commerce having on your revenues? 

Please indicate which most closely reflects your view: 

I I I attribute revenue increases directly to electronic com- 

I I I don't see any measurable effect on my business revenues, 
due to electfonic commerce. 

I [ Electronic commerce, with the additional competition it 
brings, is having a negative effect on my business. 

Log into our Web site: 

http://www.ccwmag.com. 

E-mail: ccw@tcp.ca, 

or send your responses, and comments, by fax. to: 

( 604 ) 608 - 2686 . 
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More reliability. 

More range. 

Samsung's commitment to 
manulacturing the world's 
best storage solutions is 
bolstered by its new disk 
drive (acility, capable of 
producing over ten million 
disk drives per year. 
Samsung's commitment to 
quality is backed by a 3-vear 
replacement warranty. Our 
high performance hard disk 
drives provide your 
customers with more. 

Simply More. 

Simply Samsung. 




I'.somsungcanoda.c 



CONDITIONS HAVE 
D DRAMATICALLY. 


WnSUOiSA WN32IS20A WN»MU VC33402> 


Fonna4t*d Capacity (MB) 1,207 

Heodt/Difks 2/1 

Track Dentity 6,132 


MO Mode 4 (MB/sw) 


Relational Speed (RPM) ' 4,500 





Sceptre’s Soundx 
Notebooks Are: 



Rated #1 in PC Digest 



“The Sceptre 
Soundx 5500 
Notebook is the 
fastest 

in the review... 

“Sceptre lakes top honors with 
the Sceptre Soundx 5500, which leaves 
all the other notebooks in its tracks when 
running NSTL’s gauntlet of performance 
benchmarks. This is a very fast desktop 
replacement with a 233-MHz Pentium* 
processor, a 13.3-inch XGA display, and a 
roomy 3GB hard disk drive for storing large 
multimedia files." 

NSTL PC Digest, September 1 997 


Best Buy - PC Portables 
“The Sceptre 
Soundx 4500 is 
an impressive 
machine...” 

“Sceptre is selling this 
computer 1166 MHz Pentium* 
processor with MMX''“ Technology. 1 2. 1 -inch 
Tf=T SVGA display. 2. 1 GB HDD) with 40 MB 
of RAM...for ju.st under $3,400. which puts it 
well within the reach of many. This 
configuration ... deserves our “Best Buy” 
rating for the value represented," 

PC Portables, November 1 997 



In head to head comparisons against the likes 
of Compaq, Hewlett-Packard, Gateway 2000, 
Micron and Hitachi, to name a few. Sceptre's 
Soundx notebooks have proven themselves the 
best. Cull now for a distributor near you or 
check out our web-.site for more information. 


SeSR 



www.sceptre.com 


1-888-350-8989 


THE FIRST, THE BEST, THE ONLY 


